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 caaid was numbered among Cap 
tain John Whipple’s worldly possessions in 
his will drawn in 1683. The numerou 
household items in his inventory, including 
“basons, pottinger 
gether with his 


“pigg 


and silly bub pots,” to 
homestead, farm land 
mark him a 
unusually wealthy for the period 


The captain was the 
Whipple 


swy ne,” 


cowes and 


ond of three John 
who lived in the old homestead 


Mischievous boys dropped a calf down this chimney 


«ft 


P — 
a > vew « 


in Ipswich, Massachusetts, that bears 
their name. Though the exact date 
when the earliest section of the house 
was built has not been determined, 
the first John Whipple acquired it in 
1642. As Deacon and later as Ruling 
Elder, this eminent Puritan was one 
of the leaders in church and 
town government 
Elder Whipple’s-son Captain John, 
was a businessman and soldier. While 
serving in King Philip’s War he 
gained posse 


churn, the roar of yreat winter fires, the 
hissing of meats on the long spits, the voices 
of children at play or demurely reciting the 
catechism, the good wife’s chat with neigh- | 
boring gossips ... all the history of other} 
days becomes a speaking witness to the | 
simplicity of the old Puritan home life.” 


ion of the Indian men 
tioned in his inventory. As his son, 
Major John, had six daughters but 
no male he ir, the house pa ed to the 
major’s daughter Mary and her hus 
band and was owned by their de 
endants until 1838 Z 
Now the headquarters of the Ips- 
with Historical Society, the Whipple 
house is considered one of the best 
examples of earliest seven- 
teenth-century colonial archi 
tecture in New England 
Faithfully restored to it 


period, it recreate 


House/ old im piements u sed by the Puritan family. 


original The through ils 


America’s 


Home, agents and 
leading PerSrance 
Homes and the 


Imerican Industry. 


in the mavyination brokers, 1s 
the daily life of the Puritans. As the 
Ipswich historian, Rev. Thoma 
Franklin Waters, has said, “The old 


pavement in the dooryard rings again 
with the hoof-beats of Capt. Whip 
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Freshest darn kid 
| ever Saw... 


Been fired from four prep schools. Mother’s a widow, 
owns a chunk of stock in the company. She asked the 
old man to give Chester a job. The old man give him to 
Buzz, the office manager. Buzz makes him the office 
boy. Worst we ever had. Even made those College 
Joes look good! 

First night he left half the letters on the mail 
desk. And explained next day that he had an 
early date! Another time Buzz found him 
putting airmails and specials on everything. 
The only kind of stamps we had, said 
Chester. Buzz told him whenever he was 
out of postage to draw from petty cash 
and buy some. 

Next night Buzz found Chester 
slapping five cent stamps on everything. 
Found Chester bought about a thousand 
five cent stamps because he liked their color 
better! Buzz read the riot act, told him to 
always use three cent stamps. 










































A Few pays later, a flock of our mail comes 


fires, the , ae ‘ 

he voices back—insufficient postage. Because Chester was 
iting the using nothing but three cent stamps! 

th neigh-f By this time the office was betting eight to five 


of other } Buzz would end up in a booby hatch, but fast. That’s 
; to the} 7 


; } 
e life.” 


when Buzz got the postage meter. 

Buzz showed Chester how the meter printed a 
stamp and postmark, sealed the envelope flap, 
supplied any value stamp you need, did its own 
bookkeeping, handled any kind of mail including 
parcel post. Told him how metered mail saved 
time in the postoffice, on account of it didn’t have 
to wait for postmarking and cancelling. 

The kid seemed quite surprised. Said maybe 
the joint wasn’t long underweared after all, and 
he might decide to stay! That Chester! 


‘There's a Pitney-Bowes postage meter for 
every bank, large or small. Call the nearest PB j 





office, or write for an illustrated booklet. o\ 
a~\ 
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ents and 


persurance 


~o PITNEY-BOWES Postage Ueter 
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E sx f, } PITNEY-BOWES, Inc.. 3826 Pacific St., Stamford, Conn. Originators of Metered 
, .s 


Mail. Largest makers of mailing machines. Branches in 68 cities in the United States and Canada. 
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a bank provides them with checks on™ 
La Monte Safety Paper. But reme 
that is only the first step in building good will for 
your institution through using America’s 
finest check paper. Further benefits are 
far-reaching and purely automatic. For your 
customers put those checks into circulation for you. 
Thus they come under the observation, i 
time and again, of every important company a 
and business person in the community you serve. 


SAFETY PAPER FOR CHECKS 


GEORGE LAMONTE & SON, NUTLEY, NEW JERSEY 
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A Check Paper All Your Own 


Thousands of banks and many of the larger corporations 
use La Monte Safety Papers with their own trade-mark or 
design made in the paper itself. Such INDIVIDUALIZED check 
paper provides maximum protection against both altera- 
tion and counterfeiting — makes identification positive. 
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As BANK ARCHITECTS & ENGINEERS 


Specializing in the design of bank buildings and equipment, we are prepared to furnish 


{ Reports on the feasibility of alterations or new buildings: 
analysis, preliminary plan sketches, and cost estimates. 


{ Drawings and specifications for construction. 

{ Supervision of construction; aid in selection of contractors. 
{ Designs for lighting, decorations, furniture and equipment. 
q Consulting services on design and construction. 


Bonkers are invited to correspond with us regarding any aspect of their building. 


TILGHMAN MOYER COMPANY 
ALLENTOWN, PENNSYLVANIA 


Hundreds of 
Train-Plane Arrivals and Departures Per Day 


Speedy handling of your items is assured by a mail pick- 
up approximately every 30 minutes during the business 
day...and Mercantile-Commerce is just across the street 


from the Post Office. 


St. Louis is a midwest transportation center, too, with 
142 arriving and departing mail planes, 76 incoming and 
75 outgoing trains each day. 


All these factors, plus night and weekend operation of our 
Transit Department mean fast service for ail Mercantile- 


Commerce correspondents. 


| “MERCANTILE. 
Bank and 
ST. LOUIS 1 q MISSOURI 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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In Chicago 


FOR WORLD-WIDE BANKING 


nr en ee ~ 


On every type of foreign trade and finance, 

including the remittance of funds, the sale of 
commercial and travelers’ letters of credit, | 

the handling of foreign collections, and the 
purchase and sale of exchange, the officers of | 
our Foreign Banking Department are prepared 

to render advice based on long experience. 


A competent and thoroughly trained staff will 
be pleased to discuss your particular foreign 
trade problems with you and handle your ‘ 
international transactions. b 


Calls or correspondence are invited, 


The First National Bank of Chicago | 


Building with Chicago and the Nation Since 1863 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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The practical preparation, before a vacancy occurs, appears to be the election of at least two new members, 
providing for added membership by an increase in the board rather than by deliberately creating vacancies through 
the retirement of elder members. This method seems to be more advisable than merely having candidates available 


in the event of need. 


A Practical Plan For Maintaining 
A Board of Capable Directors 


 yehinge and experienced direc- 
tion is indispensable to any 
bank that hopes to succeed. The ac 
live management of a_ successful 
bank likewise must be sound and 
experienced, and in addition, must 
possess other valuable qualities, one 
ot which is a thorough familiarity 
with administrative details. 
Operating personnel must under 
stand operational procedures, be 


capable of handling normal trans- 
actions, and possibly most important, 
should possess the ability to recog- 
nize unusual or involved matters. 
Frequently enough to cause con- 
cern in the general picture, banks 
themselves 


have found unable to 


By ARTHUR C. LUEDER 


Auditor of Public Accounts, 

Banking Department, 
State of Illinois 
obtain adequate membership on the 
board of directors. In a number of 
director material either was 
not available or, at least, not quali- 
fied by ownership of stock to replen- 
ish the board and _ provide the 
required minimum working member- 
ship. 

Some unfortunate situations have 
resulted because of this failure. 
Where the problem could not be 
solved locally, voluntary liquidations 
were resorted to or the ownership, 
and usually the management as well, 
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cases, 


were succeeded by people from out- 
side of the bank’s own community. 

It is surprising to learn the num- 
ber of instances where board mem- 
berships are held entirely by men of 
retirement age or past. While these 
men are leaders in their communities 
and their knowledge and counsel are 
valuable to the bank, yet their life 
expectancy is such that it carries a 
constant and increasing threat to the 
maintenance of a working member- 
ship. 

The ideal board of directors not 
only should be representative of the 
various local interests, but should 
also be diversified as to age groups. 
The advisability for diversification 


How To Perpetuate A Useful Board Of Directors 


1. The ideal board of directors should be rep- 
resentative of the various local interests. 


2. The advisability for diversification as to 
business interests holds also as to age groups. 


3. While it is a right and obligation of the 


shareholders to choose the directors, yet there 


should be a certain amount of guidance, at 


least, vested in the board. 


4. Any board of directors, regardless of its 
composition, stands to suddenly find itself with 


a vacancy. 


5. If 


additional 


directors are permitted 


through an increase in the membership of the 
board, the new members have an opportunity 
to become familiar with the bank's functions 
without depriving the board of the guidance 


and experience of elder members. 
6. Under this plan, as vacancies occur in the 


ranks of the elder members, a working mem- 
bership may be maintained, if necessary, by 
reducing the established number of directors. 
7. It is always well to keep in mind that a 
prospective director requires qualifying shares 


of stock. 








as to business interests is also advis- 
able as to age groups and is em- 
phasized by situations such as these. 

An explanation for unfavorable 
situations may be found in the fact 
that in the late 1920’s and the early 
1930's numerous adjustments and re- 
organizations occurred. These called 
for strong boards of directors, and 
it was quite natural to look to the 
leaders of the local community, who 
at that time, generally, were middle- 
age, successful businessmen. 

Nearly 20 years have now elapsed, 
and these same men who have con- 
tinued as directors are now at re- 
tirement age. Rarely do we find that 
any provision has been made for 
membership succession. While it is 
a right and obligation of the share- 
holders to choose the directors, vet 
there is a certain amount of guid- 
ance, at least, vested in the board. 

Any board of directors, regardless 
of its composition, stands to find it- 
self suddenly with a vacancy. It is 
in boards of directors entirely or pre- 
dominately composed of aged mem- 
bers, however, that provision 
succession is most urgent. 


for 


Increase The Number Of Directors 


To Provide For Retirement 


The practical preparation before 
a vacancy occurs appears to be the 
election of at least two new members, 
providing for the added membership 
by an increase in the board rather 
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than by deliberately creating vacan- 
cies through the retirement of elder 
members. This method seems to be 
more advisable than merely having 
candidates available in the event of 
need. 

New directors who take office 
through an increase in the member- 


Experiences Of Other Banks On This Same 
Subject Published In Previous Issues 
Our Directors Work Efficiently With 
Complete Facts Before Them. August, 1944, 

page 352. 
Here Is A Plan Which Maintains The 


Most Useful Board of Directors. March, 
1948, page 7. 


ship of the board have an oppor- 
tunity to become familiar with the 
bank’s functions without depriving 
the board of the guidance and ex- 
perience of elder members. 

Under this plan, as_ vacancies 
occur in the ranks of the elder mem- 
bers, a working membership may be 
maintained, if necessary, by reducing 
the established number of directors. 
Such action might reduce the board 
back to its original membership size, 
but without such preparation or pro 
vision for succession, the removal of 
members by death or other cause 
would force a reduction in the mem- 
bership. Then there would be less 
than the original number, and the 
maintenance of a working member- 
ship would be more seriously threat- 


ened, especially if the remaining 
members were aged or predominate- 
ly so. 

Whatever provision is decided 
upon, it is always well to keep in 
mind that a prospective director will 
require qualifying shares of stock. 
If these are not already owned, they 
must be acquired before member- 
ship on the board is assumed. Shares 
are not always readily obtained, and 
transfers are frequently delayed, par- 
ticularly when the shares are in- 
volved as part of an estate. 


Credit Is A Competitive Business 
We Must Give Quick Answers 


The following lending limits are 
now in effect on unsecured loans. 

$2,000 — Vice-President, Cashier 
and Assistant Vice-President 

$1,000 — Assistant Cashier 

In addition to the above, authority 
of the various officers is also cumula 
tive, for example: A Vice-President 
and the Cashier have the combined 
authority to make a $4,000 loan; or a 
Vice-President and an Assistant Cash- 
ier have the combined authority to 
make a $3,000 loan. 


This authority does not apply in 
cases of approved lines of credit o1 
loans secured by listed securities. 

We endeavor to establish lines of 
credit on most of our sound bor- 
rowers which are approved by the 
Executive Committee and reviewed 
by the Committee each year. This is 
done so that we can give our deposi- 
tors prompt action on credit appli- 
cations. 


In those cases where a line of 
credit has not been established, an 
application for $5,000 or over is al- 
ways presented to the Executive 
Committee which meets weekly. If it 
is essential that a quick answer be 
given on a loan application, we gen- 
erally call the members of the Execu- 
tive Committee by telephone and 
obtain their approval, such loans 
being ratified at the next committee 
meeting 

Although our policy is as outlined, 
officers have discretionary powers 
and may exceed the authority given 
to them but are held strictly account- 
able and must justify deviations from 
established policy. 

We are conscious of the fact that 
the granting of credit is a competitive 
business, and, therefore, we make 
every effort to give each application a 
prompt reply. — Thomas J. Groom, 
President, Bank of Commerce and 
Savings, Washington, D. C. 
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The new TODD Model 70- 

















the only checkwriter 
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to give you complete, 
LOCKED control of your funds! 


No need now to worry about unauthorized use of your 
checkwriters! The ew Todd Model 70 Protectograph 
gives you insured, /ocked protection against fraud. It's 


ity 
la 

nt 
ed 


to the only checkwriter that keeps your bank funds safe 
under lock and your key! 
In 


Ol 


Consider these other exc/usive features of the new 
Model 70: Amount lines are indelibly shredded into your 
checks with forged brass type guaranteed for the entire 
re life of your Todd Protectograph . . . vari-colored ribbon 
inking assures sharp, clear imprints—without messy res- 
/. ervoirs or pads that cake up. AND you are imsured 
yi | against alteration losses, forgery of signature and forgery 
of endorsement—think what this means in added safety. 
n Find out more about this new Todd checkwriter, 
the only one to give you complete /ocked control of your 
it bank funds. Just clip the coupon below and mail it now. 
We'll give you full information, without cost or obliga- 


.. tion to you, of course, 


. THE TODD COMPANY, Inc., Rochester 3, New York 


n Please give me complete information about the mew Todd 
Model 70 Protectograph, the only checkwriter that provides 
n locked control over bank funds. 


COMPANY, INC. _— eee 
e Sferele Address — a 


City Zon ate 
ROCHESTER NEW YORK , ii 
SALES OFFICES IN PRINCIPAL CITIES . 
BM-6-45 
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Employee Magazines Stimulate Personal 


Pride In The Bank, In Employee’s Work 


manent interest in the bank and 
in their work, a number of banks 
are publishing very successful em- 
ployee magazines. In general, there 
are four types of material in these 
magazines: Personal items, informa- 
tive items, inspirational items, and 
cartoons. 

Each employee who sees his name 
or his picture in the employee maga- 
zine has his personal pride increased 
to some extent, and this adds to his 
interest in the institution in which 
he works and in his own work. 


T: help employees develop a per- 


Personal Items Are Featured 

These personal items have inter- 
esting classifications in “The Chase,” 
employee magazine for the Chase 
National Bank of the City of New 
York: Engagements have the head- 
ing of “Commitments,” marriages 
are labeled “Mergers,” births are 
labeled “Dividends.” 

The National Bank of Detroit in 
its house organ, “Enbeedee,” labels 
engagements, marriages, and births 
“Domestic Statistics.” 

The Second National Bank of 
Houston’s “Teller,” recently pub- 
lished a page of pictures of children 
of bank employees labeled “Future 
Bankers.” 

Most employee magazines report 
the illness of employees, and deaths. 
Many of them feature anniversaries, 
naming those who have become eligi- 
ble for the ten-vear club, the fifteen- 
vear club, the twentv-five-vear club, 
and the fifty-vear club. Naturally, 
these reports stimulate others to as- 
pire to membership in these various 
groups. 





Most employee magazines an- 
nounce the names of new employees 
and tell the work they will do. ‘his 
gives them a good start and helps 
to make them acquainted with the 
rest of the staff. For example, “The 
Citizens Chronicle,” employee maga- 
zine for the Citizens National Bank, 
Los Angeles, has a column headed, 

“Welcome to New Employees.” 

Whenever an employee is ad- 
vanced to other work, the announce- 
ment is made in the magazine. 

Employee organizations are al- 
ways given space, and recreational 
activities are reported and, quite 
commonly, well illustrated. For ex- 
ample, in one issue of the employee 
magazine of the First National Bank 
of Boston, there was a page of photo- 
graphs of employees at the Eighth 
Inter-Bank Ski Meet. Certainly, 
every employee who was pictured 
there had his spirits lifted by seeing 
his picture; and other employees 
were certainly interested in secing 
the photographic report of the re 
creational activity. 

The employce magazine called 

“Eight Twelve,” published by The 
Union National Bank of Pittsburgh, 
reports the scores of the men’s bowl- 
ing team, the AIB debating team, 
and the girls’ bowling team. 


Many Informative Articles 
Are Used 
Articles in these magazines which 
classify as “informative” include de- 
scriptions of the work of different 
departments in the bank, instruc- 


tions on such subjects as how to 
telephone, 
directors, 


information 
lists of new 


use the 


about and 


books in the bank’s library. 

An article in a recent issue of 1 he 
Second National Bank of Houston's 
‘Teller’ has the title, “No Moss Is 
Gathered Here.” It is a description 
of the work of the transit depart- 
ment. A paragraph introducing that 
article reads as tollows: 

“Thousands of checks are depos- 
ited daily in our bank, thousands 
more are drawn on us. Yet, despite 
their volume, every single one of 
these checks eventually finds its way 
back to its drawer. Amazing? Mys- 
terious? ‘To the average layman, yes. 
But not to one who understands 
how the Transit, or Pivot, depart- 
ment functions.” 


Things | Never Knew Till Now 

The magazine “Enbeedee,” pub- 
lished by the National Bank ol 
Detroit, contains a very interesting 
page with the heading “Things | 
Never Knew "Til Now.” We feel it 
would be helpful to other bank ofh 
cers and employees to quote this 
page in full. It reads as follows: 

“That at three o'clock every al 
ternoon, when the massive steel gate 
of our main banking floor is lowered 
into place to close the bank for the 
day, upwards of thirty people sit 
down at our Transit Department 
proof machines and begin what is 
known as “Night Transit’ opera 
tions. 

“That these highly-trained, skilled 
operators, each capable of handling 
5,000 items per night, prepare check 
listings that have reached the astro 


nomical total of nearly thirty mil 
lion items per year. 
‘That, all during the day, the 


Seven Specimens of Bank Employee Magazines Reproduced to Show How Type and Illustration Have Been Used to 


Enhance Their Reader Appeal. 
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: No more ek worials : 


The National Central Control and Proof Machine provides definite proof and 
control over all incoming items, and eliminates peaks and bottlenecks by 
maintaining an even flow of work all day. 

With a National Proof Machine in your bank, accuracy becomes automatic. 
Accuracy in sorting items is facilitated by the automatic opening of the shutter 
located on the compartment in which a particular item should be placed. Accuracy 


: in the entry of items is assured through the automatic “Lock Proof” feature— 


i] 


' 


| 


something no other machine can offer! If the operator errs in recording an 
amount—or if the depositor erred in adding his deposit ticket— 
the machine locks automatically! 


For fuller description of this, and all the other National Accounting Machines, 


} arrange with your local National representative for your copy of the illustrated 
60-page booklet shown at the right. Or, write to The National Cash Register 
Company, Dayton 9, Ohio. Sales and Service Offices in over 400 cities. 


THE NATIONAL CASH REGISTER COMPANY 
June, 1948 


A NEW, ILLUSTRATED BOOKLET of 
some 60 pages describes the services 
of each of the National line. Shows 
how they can speed work in every 
department of your bank. Ask your 
local National representative for 
a copy of this valuable booklet. It’s 
informative and helpful, and handy 
when accounting problems arise. 


Vf oorwathe, 
‘4 4 if® OF ff) 


CASH REGISTERS » ADDING MACHINES 
ACCOUNTING MACHINES 





Distribution Department is routing 
checks drawn on out-state and out- 
of-town banks into numerous geo- 
graphical sortings and totals. ‘hese 
checks are eventually cleared in the 
form of “cash letters” to more than 
23 correspondent banks throughout 
the country. 

“That in the Michigan Transit 
section there are some 200 direct 
sendings, accounting for more than 
80°% of all items handled; the bal- 
ance is sent through the Federal Re- 
serve Bank. 

“That all Michigan items are sent 
via Railway Express and First Class 
Mail. Although the items may total 
thousands of dollars in figures, the 
Railway Express package is insured 
for only fifty dollars just to assure 
its receipt all along the route. 

“That the Out-of-State section 
utilizes air express and air mail in 
conjunction with regular mail and 
railway express. 

“That all packages air-expressed 
via Willow Run to Chicago and 
New York are enclosed in asbestos- 
lined “crash bags” designed to with- 
stand the rigors of handling and 
damage from fire or other mishaps. 
These bags have not been subjected 
to any actual mishap to date but 
in case they were, their protective 
construction would save us a great 
deal of work in tracing items even 


though such tracing eventualities 
are prepared for our system of block 
numbers and item sequence. Inci- 
dentally, a survey made to deter- 
mine our loss on untraced items 
revealed such loss at somewhere 


around 17/1,000ths of 1°7,, and that 
was before system improvements in 
our proof department onerations 


“That thirty-three Federal Re- 
serve Banks receive from us daily 
two Cash Letters; one, called the 


“citv letter,” is composed of items 
on that particular city itself. and 
the other, the “country letter.” in- 
cludes items on other smaller locali- 
ties adjacent to the territory. 

“That payment for all of 
Cash Letters is made in the form 
of credit to our account through the 
Federal Reserve Bank of Detroit. 
The funds are held in the ‘Transit 
Account” in our General Bookkeep- 
ing Department until available date 
and this, too, is another interesting 
phase in the intangibles of banking. 

“So we sav “hats off” to the Night 


these 


Transit workers to whom the after- 
noon at three q’clock means the 
opening, and not the closing, of 


banking hours.” 

In the April, 1948 issue of the em 
plovee magazine known as “About 
The First.” published by the First 
National Bank of Boston. is an ar 
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Fair and warmer for tomor- 
row's picnic? Ask Samuel 
Peorson, Coupon Paying, 
who has been a widely- 
known weather observer 
for 42 years. 
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From sheets of brass to 
finished operating model, 
James Simcox, Foreign, 
hond-mokes everything but 
wheels and motor of tiny 
troins. 


LN 
= 


From o variety of woods, 
William Hamcke, Comptrol- 
ler's, shapes useful house- 
hold items. Maple and 
mohogany bow! represents 
30 hours’ work. 










This was a full page illustration of employee hobbies taken from “The Chase,” 
employee magazine of The Chase National Bank of the City of New York 
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ticle entitled ‘““The Importance ol 
Your “Telephone Voice.” It is illus- 
trated with photographs of the 
bank’s switchboard and other activi- 
ties connected with the use of the 
telephone. 

Obviously, use of the telephone 
is one of the most important activi- 
ties of a bank’s personnel. A wrong 
answer or a wrong tone of voice 
may send a customer away from the 
bank; whereas, the right answet 
with the right attitude may make 
customers for the institution. 

The magazine “Fight Twelve,” 
published by The Union National 
Bank of Pittsburgh, is one that pub- 
lishes information about its various 


directors. In these articles, much 
interesting information about the 
activities of the director, in business 


and in community affairs, is given. | 
The director's picture is used, and, | 
without a doubt, the employee 15} 


impressed with the quality of the | 


men who direct the institution for 
which he works. 

\n example of one type of in 
spirational reading matter is the 
following, quoted from a recent 1s 
sue of the employee magazine called 
“No Protest,” published by State 
Planters Bank and Trust Company, 
Richmond, Virginia. It reads as 
follows: 

“Success in life is relative. 
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Havana Honc Kono Buenos Arres 


From Havana to Hong Kong... From Buenos Aires to Bombay 


48 overseas branches are ready 
to serve National City aants, sneaunees 


Turovucu its system of 48 | — 






























ARGENTINA | CUBA PERU 
overseas branches in key cities Buenos Aires Havana Lima 
ro vahy as ual ~ aminos 
throughout the world, The Rosario fie sso 
e ‘ BRAZIL Caibarien Ceb 
National City Bank of New York ‘Rio de Janeiro Cardenas Clark Field 
e ° e Recite [7 erate IER" ~y 
Pareia . . PUERTO RICO 
provides quick access to foreign san buco) Santiago cam Jean 
° 10 Paulo ENGLAND Arecibo 
markets. The Bank is ready to seein anid pore Bayamon 
: Balboa 117, Old Broad St. ee 
serve your customers with expert Cristobal 11, Waterloo FL — 
CHILE HONG KONG REPUBLIC OF 
trade helps, on-the-spot market re- Santiago sani PANAMA 
ports, credits and foreign exchange. CHINA Calcutta aN 
7 inghai JAPAN SINGAPORE 
ientsin ba = 
i Tokyo URUGUAY 
Feel free to call on National COLOMBIA Osaka Montetideo 
+ . Sogota 
City’s officers to discuss your Barranquilla MEXICO VENEZUELA 
; = Medellin Mexico City Caracas 
special needs. Ask them how 
they can help you develop profit- Every 3 seconds a customer is served overseas 


able customer relationships. Con- 
sult or write these officers at the 
Head Office in New York con- 
cerning the handling of your 








hy | collections; your credit require- 

Phere | ments, domestic or foreign; and 

geri the specialized facilities which 

ee is} | our Overseas Division offers. 
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Courtesy of FNB Statement, Portland, Oregon 


AND RECEIVING 





“Oh, Shucks, I Forgot My Gun” 


judgment, success means making the 
most of such ability, personality, 
and physique as you have. Don't 
measure your success against others, 
but against your own potentialities. 
Never fret because somebody else 
has done better. If you become im- 
bued with that philosophy of life 
and sincerely try to do the best you 
can, and achieve the sincere feeling 
that vou are doing the best you are 
capable of, you have attained as 
much success as any man can attain. 
More than that, you will go on that 
basis just as far as you can go. 
Walter S. Gifford.” 


Cartoons are published in a num- 


ber of employee magazines. Many 
of them are “borrowed” from other 
publications but there are a few 


that have cartoonists on the bank 
staff, who contribute drawings and, 
from time to time, it is our purpose 
to reprint some of these cartoons. 


Perhaps one of the most interest- 
ing reports of employee activities 
which lends itself to almost per- 
petual repetition is information 
and photographs representing em- 
ployee hobbies. One of the _ illus- 
trations with this article is a page 
from “The Chase,” the employee 
magazine of the Chase National 
Bank of the Citv of New York. 

Eleven pages were devoted to 
photos of employee hobbies in this 
one issue. Naturally, an employee is 
proud of his hobby and feels com- 
plimented when it is mentioned, 
and especially when it is photo- 


12 


graphed and reproduced in the em 
ployee magazine. 

It is the plan of BANKERS 
MONTHLY to publish more in- 
formation from time to time as to 
the good work being done in em- 
ployee magazines of various bank- 
ing institutions. We welcome the 
receipt of these magazines from 
banks that are not now sending us 
their emplovee magazine regularly. 


Personnel Management Is A 
Major Function In Banking 


We are attempting to prevail upon 
our banks in Indiana to rank per- 
sonnel management as a major func- 
tion, the same as deposit and loan 
development. 

As a place to start in the creation 
of a sound personnel program, we 
recommend that bank management 
provide all of the emplovee be nefits 
voluntarily that it would agree to in- 
voluntarily, plus the merit of human 
considerations. We have unqualified 
assurance from unusually reliable 
sources that the advantages to the 
bank of such procedure are very 
much worth the cost. 

We are recommending to Indiana 
banks that progressively they con 
sider the following: 


Job Evaluation. Stated in simple 
terms, job evaluation is a study of 
the various positions in the bank to 
determine proper rates of pay when 
compared to other positions in the 
bank and similar tvpe of work in the 


community. This study should also 
include: a comparison with rates 
paid by other units of employment in 
the bank’s area; and a program of 
appraisal of individual work and ad- 
vancement on merit for those who 
deserve it. 

These appraisals are being made 
or will be made by one or more of 
three groups: the employees, either 
individually or collectively; some in- 
dividual or group acting for the em- 
plovees; the bank’s management. 

We must consider other employee 
programs, most of which have long 
since been adopted as standard by 
progressive employers. Included 
among these are the following: 

1. Group life insurance — paid for 
entirely by the bank or paid for 
partially by the bank and partially 
by employees. 

2. Group hospitalization insurance 
- paid for in whole or in part by the 
bank. 

Retirement or pension plans 
paid for entirely or in part by the 
bank. 

A retirement or pension program 
for bank officers and bank employees 
is the finest vehicle available for im- 
proved employee relations. By no 
means are the benefits of such a pli an 
limited to the employee who is re- 
tiring at the age of following 
many vears of faithful service. — R. 
D. Mathias, President, Old National 
Bank of Evansville, Ind. and Presi- 
dent, Indiana Bankers Assn. 
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This Plan Builds A Business 
Development Information File 


One bank has been particularly 
successful in keeping its officers in- 
formed and even making it possible 
for successor officers to carry on a 
customer relationship because of a 
transcribed history of what has gone 
on before. 

The first part of this program is a 
Public Relations Interview Sheet. 
Each officer and contact department 
head is expected to fill out a report 
daily concerning his interviews with 
depositors and prospects, jotting 
down any information which should 
prove helpful and interesting to the 
President and other officers. 

The top part of the page covers 
interviews inside the bank; the lower 
part of the sheet covers interviews 
outside the bank. When the informa- 
tion is lengthy or of particular im- 
portance, it is dictated on history 
sheets to become a part of that bank's 
Business Development Information 
File. — Philip K. Barker, Vice Prest- 
dent, Granite Trust Company, 


Quincy, Mass. 
BANKERS MONTHLY 
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GRAIN is the basis of our food supply. 
We eat it as bread and breakfast cereal 

. we eat it as meat, eggs and milk, after 
farm production processes have converted 
it into essentials for the table. Grain is a 
vital factor in the world economy. With- 
out it there could be no bread for the world. 

The efficient, mechanized harvesting of 
grain has always been of primary concern 
to International Harvester. Cyrus Hall 
McCormick pioneered the way with the 
invention of the reaper in 1831 and with 
the establishment of his first reaper fac- 
tory in Chicago in 1847. Today there is a 
full line of modern, one-man-operated 


combines bearing the McCormick- 


INTERVATIONAL S 








“ 23s “sens ARR Tac StS : 





Deering name. Harvesting has become a 
“once over and it’s all over” operation. 
The 12-foot No. 123-SP Self-Pro- 
pelled, shown above, is the leader of 
Harvester’s full line of grain-saving, 
clean-threshing combines. 

Many of these combines are purchased 
with the aid of local bank financing. The 
International Harvester dealer in your 
community will be glad to discuss farm 
equipment financing opportunities with 


you. 


INTERNATIONAL HARVESTER COMPANY 


180 North Michigan Avenue Chicago 1, Illinois 


Hear James Melton on “Harvest of Stars’’ Wednesday Nights, CBS. 
Consult local newspaper for time and station. 
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#@€JD FOR THE GRAIN HARVEST 


An Information Desk Saves Time 
For Officers, Tellers, Customers 


Lobby congestion is relieved and service to customers is 


speeded up by an Information Desk near this bank’s entrance. 
Ten years of service has proved its worth. 


EN years ago the Granite Trust 

Company installed an Informa- 
tion Desk and the results have been 
so favorable that the desk has played 
an important part in the bank’s cus- 
tomer relations program. 

How should a bank go about it to 
set up an Information Desk? Where 
should it be located? How should 
we select the proper person? How 
should that person be trained? Per- 
haps our experience will provide 
the answers to a few of these ques- 
tions. 

There is usually a focal place in 
the bank lobby for the location of 
the desk. In our bank, many of the 
officers are on the main floor at the 
front of the bank. Our Information 
Desk is in the most prominent place 
with a conspicuous sign “INFOR- 
MATION.” This desk is about 20 
feet from the main entrance. It is 
on the right so that nearly everyone 
who enters from the front will pass 
it. 

We selected a young lady who is 
definitely interested in people, a 
young lady with a friendly manne1 
yet with considerable poise. A young 
lady is needed who realizes the im 
portance of this position. If she is 
both interested in people and in the 
position, she is quite likely to have 
a pleasing personality which is es- 
sential for a successful receptionist. 

In the past ten years we have had 
four different girls at that desk. Two 
left to get married, one was trans- 
ferred to other work in the bank, and 
the fourth is still serving. 


How The Information Clerk 
Is Trained 


Of the four, one was selected from 
within the bank. The other three 
were selected from applicants. The 
one from within the bank had served 
as a commercial teller and in other 
departments. She required about 
one week’s training before taking 
charge of the desk. The three from 
outside received about three weeks’ 
training each. 
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By PHILIP K. BARKER 


Vice President 
Granite Trust Company, 
Quincy, Mass. 

As a starter in the training pro- 
gram, we have found it helpful to 
have the new employee study the 
bank’s Sales Manual and its current 
advertising. Then a day or two have 
been spent in each department of 
the bank. A notebook was supplied 
for the purpose of jotting down in- 
formation and questions that needed 
clearing up. This new employee then 
typed her own Information Book. 

In the training program, the en- 
tire emphasis is placed on where the 
customers or strangers should be sent 
to obtain the services desired. Most 
of the questions asked can be an- 
swered by the receptionist, thereby 
saving officers’ and tellers’ time. 

Many of the questions concern 
loans. ‘There are four different de- 
partments to which prospective bor- 
rowers might be referred, depending 
on the type of loan, the size and the 





Services Performed At 
The Information Desk 


1. Questions of all sorts are 
answered, when possible, with- 
out referring to officers. 


2. Loan applicants are di- 
rected to the officer who will 
handle the type of loan desired. 


3. A daily newspaper is 
handed to anyone who must 
wait to see an officer. 


4. Telephone calls are an- 
swered for officers who are 
away from their desks. 


5. Check books, banking-by- 
mail, and various other forms 
are supplied to customers. 


6. Postage stamps and en- 
velopes are available. 


7. Requests for payroll cur- 
rency are received. 


desired method of repayment. Ap- 
plicants for installment loans are 
sent to the Personal Loan interview- 
ers on the second floor. In that de- 
partment, also, the first thing one 
sees is an INFORMATION sign 
the front desk. 


Help Is Offered To Anyone 
Who Appears To Need It* 


We believe it to be very important 
not to burden the receptionist with 
detail work to be done during reg- 
ular banking hours. It should not 
be necessary for anyone to interrupt 
the receptionist. It makes a much 
more favorable impression if the 
receptionist is alert and walks out 
from her desk to offer her assistance 
to those who pause in the lobby and 
appear to be strangers. 

Our receptionists now make it a 
practice of rising when anyone ap- 
proaches the Information Desk—an- 
other favorable impression. A daily 
newspaper is handed to persons who 
find it necessary to wait while an 
officer is serving another person. Our 
New England caution causes us to 
stamp “BANK PAPER” on the top 
of the newspapers. 


Telephone Calls Are Answered 
For Officers 


In order to avoid excessive ringing 
ol telephones while officers are away 
from their desks, a telephone box is 
connected to the Information Desk 
enabling the receptionist to answer 
anv of ‘the eight telephones in the 
officers’ section. 

It is important that the reception- 
ist know the whereabouts of officers 
who leave their desks and know 
when they are expected to return. 

Many small wants, such as check 
books, calendars, and income tax 
forms, may be supplied at the In- 
formation Desk. Postage stamps and 
envelopes are available, also currency 
gift envelopes and _ banking-by-mail 


forms. In the football season, tickets 
are available for local high school 
games. 


In our bank, it works well to have 
larger concerns telephone the In 
formation Desk early in the morning 
on payroll days and let us know their 
payroll requirements. These orders 


which list the exact quantity of cu 
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WAREHOUSING 


Warehouse Receipt Loans 
Against Inventory 


The safety of such loans depends on the quality of 
the warehouse service. Our Field Warehouse Service 
is a quality service . . . predicated on our long experi- 
ence, record of valid bailment, substantial resources. 
ample insurance, monthly inventories and stock re- 
ports, and other features designed to relieve you of 


costly detail . . . it is complete, economical and safe. 


OPERATING OFFICES 


Royal Bldg., Albany 1, Ga. + Healey Bldg., Atlanta 3, Ga. + 60 State St., Boston 9, Mass. 





Rand Bidg., Buffalo 3, N. Y. * Liberty Life Bldg., Charlotte 2, N. C. » 120 So. LaSalle St., 
Chicago 3, Ill. - 1314 Wood St., Dallas 1, Texas * National Bank Bldg., Detroit, Mich. 
Roosevelt Bldg., Indianapolis, Ind. * 121 W. Forsyth St., Jacksonville 2, Fla. + First 
Natl. Bank Bldg., Memphis 3, Tenn. + 16 South Broad St., Philadelphia 2, Pa. + Key- 
stone Bldg., Pittsburgh 22, Pa. * 8th & Locust Sts., St. Paul 1, Minn. * 222 Spring St., 
Shreveport 69, La. + Hills Bldg., Syracuse 2, N. Y. 


New York Terminal Warehouse Company 
25 SOUTH WILLIAM ST., NEW YORK 4, N. Y. 
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The information clerk always rises when a customer approaches her desk. 


rency and coin are prepared by tel- 

lers and ready for the customers 

when they arrive at the bank. This 
service saves time for the concerns 
and avoids lobby congestion. 

The following are some of the 
typical questions asked at the In- 
formation Desk: 

1. Where can I cash War Bonds 

and Terminal Leave Bonds? 

2. What is the proper way to in 
dorse this check? 

3. Which is better for me—a Reg- 
ular Checking Account or a 
Thrifti-Check Account? 

4. Whom should I see about an 
overdrawn account? What shall 
I do to take care of an over- 
draft charge? 

5. Are ‘Travelers Cheques 
outside the United States? How 
much are they? In what denom- 
inations do they come? What do 
you do with the cheques not 
used? 

6. What should be done with a 
Certified Check or Bank Draft 
not used? 


ue i ye 


7. Information is frequently asked 
about the trains leaving for Bos- 
ton, the location of stores, and 
time that local stores close. 

8. Whom should I see about loans 
—to finance purchases, personal 
loans, mortgages, G.I. loans, etc. 

9. Where can I obtain Certificates 
of Balance for immigration pur- 
poses? 

10. What rate of interest does the 

bank pay? 
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11. Where can I open or close an 
account?: 

12. Where can I rent a safe deposit 
box? 

13. Where can I reorder imprinted 
checks? 

14. Questions on the computing of 
service charges. 

15. Where can I obtain my balance? 

l6. How do I go about sending 
money to Canada and where can 
I exchange Canadian money: 

17. Where can I obtain credit in- 
formation such as Dun and 
Bradstreet ratings? 

Is. People come in to see if lost 
articles were turned in. 

19. Numerous telephone calls are 
received from persons within the 
bank in an effort to locate some- 
one from their department. 


Trade Acceptances Add 
To This Bank’s Earnings 

\ distributor of electric refrigera- 
tors had a number of sub-dealers in a 
restricted territory. He wanted each 
dealer to carry a stock of refrigerators 
that would enable him to make 
prompt delivery. Most of them did 
not have sufficient capital to pay for 
these machines. This was discovered 
by a banker who talked to the dis- 
tributor one day at a service club 
neeting. 

The banker thought he saw an op- 
portunity to get some valuable loans, 
and he suggested to the distributor 
that he make use of trade accept- 
ances. The banker invited the dealer 


to come to the bank where he showed 
him a copy of a trade acceptance and 
showed him that this would be quite 
an advantage to him, by enabling 
him to get cash, shortly after the ma- 
chines were shipped. The banke 
offered to accept these trade accept. 
ances as cash items with the under. 
standing that, if any of them were 
not paid promptly when due, they 
would be charged back to the dis. 
tributor’s account. 

The distributor saw in this, the 
opportunity to get a receipt of ac 
ceptance for the goods, and at the 
same time to provide him with the 
cash for the goods in the dealers’ 
hands. These loans totaled quite 
large sums in the aggregate and they 
made splendid business for the bank. 


Contract Limits 
Stop Payments To Ninety Days 

We make no special effort to dis- 
suade customers in placing stop pay- 
ment orders. Occasionally we do, 
however, point out that the check 
usually comes into the hands of a 
holder-in-due-course who would 
have legal rights against the maker. 

The stop payment order is en- 
tered on a “Wheeldex” card for tel- 
ler’s reference. One copy of the tripli- 
cate form is given to the bookkeepers 
who maintain their file alphabetical- 
ly and sort these stops in with their 
account checks each day. In addition 
to this, we place a sticker on each of 
the ledger sheets where stop payment 
has been filed. 

According to our stop payment 
contract, the order is in effect for 90 
days, at the expiration of which time 
it must be renewed by our customer. 
We have had some opposition in 
this regard, but now our customers 
are pretty well educated on the sub- 
ject. 

It would seem to us that a law reg- 
ulating stop payments would be the 
most effective control. Ninety davs 
would appear to be ample time fon 
a customer to satisfy his differences. 

We can recall no occasion where a 
check has been presented and paid 
after a stop payment order had been 
released. — Lane W. Adams, cashier, 
Utah State National Bank, Salt Lak: 
City, Utah. 


Banks should advertise because 
advertising sets the character of a 
bank just as much as do the policies 
and practices of management. Ad- 
vertising tells the public what kind 
of bank you are.—Robert Lindquist, 
vice president, The La Salle Nation- 
cl Bank, Chicago, IU. 
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Faster service to customers and positive 
signature verification are assured when 
cards are visibly indexed. Kardex slides 
give tellers and bookkeepers swift ac- 
cess to authorized signatures while 
brightly colored signals in the visible 
margin of individual account “pockets” 


highlight any special conditions for in- 
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these NEW commercial signature cards 


carry a SPECIFIC CONTRACT* 













































































































































































stant recognition. Standard signature 


cards are conveniently housed in 
Kardex pockets. Positive control title 
inserts provide an automatic “out” sig- 
nal when cards are removed for refer- 
ence—a further time-saving feature of 
this modern, efficient signature card 


control system. 





DO YOURS ? 


The wording on commercial signature 
cards used by many banks today— perhaps 
yours—may not constitute a real contract. 
Many intended “contracts,” in the opinion 
of counsel, are in actuality merely non- 
binding printed statements. Unless your 
signature cards have been recently revised 
they may be dangerously outmoded. Now 
is the time to ascertain their true value. 

The modern commercial signature cards 
illustrated here cover all requirements of 
positive signature control. Incorporated in 
each card is the new, A B A approved con- 
tract formula that will stand up as a bona 
fide contract between your bank and its 
depositors. These cards are printed in four 
classifications—Individual, Partnership, 
Firm—Corporation—Joint Account— Power 
of Attorney—each in its own distinctive 
color assuring instant identification. They 


are now available as stock items in standard 





5x3” and 6x4” sizes. 

Make sure your signature cards afford the 
protection intended. Find out how simply 
you can secure new depositors’ signatures 
through an easy-to-use Remington Rand 
mailing plan—without disturbing public re- 
lations. For further information about this 
plan and for free samples of the new sig- 
nature cards, write Systems Division, 315 


Fourth Avenue, New York 10, N. Y. 


Reminglon Road 


THE FIRST NAME IN BUSINESS S 






The better you live, the more oil you need... 


report on the 


most useful 








year 


N this country and: through the world, human progress calls for more 
and more oil. To do their part in meeting the great need for oil in 1947, 
Standard Oil Company (New Jersey) and its affiliates performed the 
biggest job in their history. They produced more oil and delivered more 
products; took in and paid out more money; employed more workers 
and served more people than ever before. And far more than ever was 
spent for facilities to meet growing needs — 426 million dollars in a single 
year, paid for out of past and current earnings of the business. It was 
a year of great accomplishment; great progress. Here are some high- 
lights from this significant year, based on the Company’s Annual Report 


to its 171,000 stockholders... 


World-wide, the need for oil surpassed all! 
records. To help meet the need, crude oil pro- 
duction by Jersey Company affiliates was increased 
8% over 1946, setting another new record. Their 
production was 14% of the world’s total for the year. 


In the U.S., too, the need was at record levels. 

Three million more cars to fuel than pre-war; 
twice as many tractors and trucks on farms; a mil- 
lion and a half more oil-heated homes; five times 
as many diesel locomotives. Total U.S. consumption 
of oil products was 11% greater than 1946, 12% 
greater even than the peak war year. In meeting 
this need, we set new output records month after 
month, accounting for 9% of U.S. total crude oil. 


The unusually hard winter made heating oi! and 

kerosene supply a special problem. By extraor- 
dinary effort in refineries and hard work and long 
hours by people all along the line, we were able 
to deliver about 25% more of these products than 
in the winter before. 


With such big demand, big supply, and rising 

prices, money came in —and was paid out — 
in all-time record figures. Total dollar income 
reached $2,387,000,000 — 45% over 1946. Operat- 
ing charges and other deductions from income 
reached $2,118,040,000 — 44% over 1946. A record 
sum of $466,954,000 was paid to our employees. 


STANDARD OIL COMPANY 


AND AFFILIATED 
BANKERS MONTHLY 


18 


t 


| 
| 
| 


oS 


— 





| 
| 


: 


ann 2h ah 45 ah ax GT 








biggest, hardest, 
we ever had... 


and 
aor- 
long 
able 
han 


sing 
_ 
ome 
rat- 
ome 
ord 
S. 


Y 


ED 


s 


f 


nh LE lL LS LT A LCE AE TRUM 








Net consolidated earnings of the Company and 
5 affiliates — $269,000,000 — equalled $9.83 per 
share, or 11.3% of total income as compared to 
10.8% in 1946. Dividends of $4.00 per share were 
paid by the parent Company. 


Most important dollar figure of the year was 

the 426 million dollars spent for new wells, 
plants, tankers, pipelines and all the other things 
it takes to get the oil you need. Part of a billion dol- 
lar program covering the two years 1947-48, it was 
by far the greatest capital investment we have ever 
faced. The money came almost entirely from earn- 
ings, past and current — money made on the job 
went back into the joh. 


Transportation of oil was a big job. During the 

year, we bought 23 ocean-going tankers from 
the U.S. Maritime Commission, and early this 
year we ordered 6 new 26,000-ton, 16-knot ships, 
the largest we ever operated. Pipelines were pushed 
to new records— our trunk lines delivering 83 bil- 
lion barrel-miles, or 11 billion more than in 1946. 


In discovering new oil, we spent 5 times as 

much as pre-war — 16% more than last year. 
(Altogether, the country’s known oil reserves were 
increased by 600 million barrels during the year, 
in spite of record consumption.) 


Cost of research also increased — $18,200,000 
was spent for new knowledge. Considerable 
progress was made in finding more efficient and 
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lower-cost processes for making gasoline and other 
liquid fuels synthetically from natural gas, oil 
shale, and coal. 


l Labor-management relations remained ex- 

cellent, continuing our exceptional record of 
industrial harmony. Employee compensation was 
adjusted upward during the year to help meet ris- 
ing living costs. A total of $55,396,000 was saved 
in employee Thrift Plans, of which $20,987,000 was 
saved by employees and $34,409,000 contributed 
by the Company and its affiliates. 


"he 1947 JOB WAS A BIG ONE. The jobs ahead 
are bigger still. In a democracy the responsibility 
for making a better world rests with the individual 
and the individual enterprise. It is clear that an 
enterprise like Standard Oil Company (New Jersey) 
must exercise a full realization of the social respon- 
sibilities of profit—must understand that the 
peace, advancement, and the security of the people 
of the world are the best guarantee of the Com- 
pany’s own progress and security. We intend now, 
as always, to demonstrate in action that the free, 
competitive American enterprise system is far 
superior to any other. We believe that the Com- 
pany and its affiliates are so organized, and their 
business so conducted, that they will continue to 
serve people well. 


Copies of the full report are available on request. Address 
Room 1626, 30 Rockefeller Plaza, New York 20, N.Y. 
The earnings statement in this report satisfies the pro- 
visions of Section 11 (A) of the Securities Act of 1938. 
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Legal Terms Must Always Be Spelled 
As They Are Spelled In The Statutes 


improperly spelled “endorse- 
ment” in letters, writings and docu 
ments of legal significance. 

| believe it to be important to 
note that the original Bill of Ex- 
change Act created in England and 
our Uniform Negotiable — Instru- 
ments Law consistently and without 
exception spell the words “indorse 
ment,” “indorser” and “indorsee.” 

Bouvier’s Law Dictionary, the 
Century Dictionary and Encyclope- 
dia, and the Century Dictionary all 
refer to the words with the spelling 
“indorsement,” “indorser,” and “‘in- 
dorsee.” 

The exception is to be found in 
Webster’s Dictionary, which errone- 
ously stated that the words are used 
interchangeably and have the same 
effect and meaning. I have sought, 
without success, for anv legal case 
which has defined the words of 
either spelling as being the same. 
It is true, the opinions of some 
courts spell the words “endorse- 
ment,” “endorser,” and “endorsee,” 
but the assumption is that the court 
overlooked the correct spelling and 
possibly considered it of no real 
consequence, 


The rule of idem sonans is that 
absolute accuracy in spelling. names 
(such as Frazer and Fraiser) is not 
required in a legal document, but 
said rule has never been judicially 
applied to the word “indorsement” 
and it is doubtful if it would be so 
applied in a lawsuit in which the 
spelling of the word is the real issue 
at stake as expressing the intent of 
the parties. 

The objection to the spelling of 
“endorsement” must be obvious in 
that, if a reference is made to the 
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Attorney, 
The First National Bank of Chicago, III. 


statutes, the spelling is “‘indorse- 
ment.” ‘To reter to the Act and 
spell the word differently is dan- 
gerous. 

The Uniform Instruments Law is 
the product of custom and the cus- 
tom has been to reter to a specific 
tvpe of contract spelled with an “i.” 
Any other spelling must raise the 
point as to whether the document 
intends to come within the terms 
of the N. I. L. For example, the 
N. I. L. defines the word “indorse- 
ment.” It does not define the word 
“endorsement.” 

I might add that Paton, as Gen 
cral Counsel for the American 
Bankers Association, in all his writ 
ings and particularly in his book 
of opinions, consistently spells the 
word indorsement.” I have vet to 





Four Legal Points On The 
Spelling Of “Indorsement”’ 


1 The original Bill of Exchange 
Act used the spelling “indorse- 
ment.” 


2 Our Uniform Negotiable In- 
struments Law uses the spelling 
“indorsement.” 


3 Law dictionaries use the 
spelling: “indorse,” “indorser,” 
“indorsee,” and “indorsement.” 


4 In any document made legal 
by a statute, the same spelling 
of a legal term must be used as 
is used in the statute. 


indorse indorse 
ai There is real danger that a bank will lose a case in court if it widiniadl 
spells the word “‘indorsement” with an “e”’ as, “‘endorsement.” 
indorsee If a bank uses the spelling “endorser” in a legal document, indorsee 
the court might rule that the person referred to was not clearly 
i s t ° ° ; 
indorsemen ind icated q indorsement 
indorse indorse 
indorsement indorse indorser indorsee indorsement _indorse indorser indorsee indorsement' indorse’ indorser  indorsee 
indorser indorsee indorsement ___indorser indorsee indorsement indorse indorser indorsee indorser indorsement  indorse 
indorser indorse indorsee indorsement indorser indorsee indorsement indorse indorser indorsee indorsement _indorse 
HE word “indorsement” is often By C. EDWARD DAHLIN see a legal document, — properly 


drawn, spell it as “endorsement.” 

| believe the error is solely one 
of lack of knowledge that the law 
spells the words with an “i” and, 
of general thoughtlessness as to the 
possible legal significance in here 
spelling the word different from the 
way it is spelled throughout every 
statute on the subject in the United 
States. 

Efforts should be made to edu 
cate those who are drawing notices 
and legal documents to spell it ac 
cording to the spelling contained in 
the law. It is rather disturbing to 
see a notice going out referring to 
“endorsement” and = intending to 
mean “indorsement” as_ prescribed 
by the N. I. L. It goes without say 
ing it is dangerous to attempt to 
establish a different spelling by cus 
tom from that which is already in 
the law books. 





\ consideration to be investi 
gated in the proof and transit op 
eration is the omission of the time 
consuming task of checking in 
dorsements on incoming cash letter 
items, at least with respect to those 
items under $50, under $100, or 
some other amount. In some banks, 
checks bearing a_ preceding bank 
indorsement are not inspected for 
payee indorsements at all. sinc 
the receiving bank looks to the pre 
ceding bank indorsers for curing 
the defects when indorsements are 
missing. 

Each month, or even more often, 
the auditor in many banks—or gen- 
eral bookkeeper—prepares lists of 
all overdrafts in a report to direc- 
tors. 
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ant Stop Gurglary 


BUT he can stop 
burglary Zosses/ 


TO matter how strong a lock is. 
there is always someone who 

can break it... no matter how 
high a fence is . . . someone can 
climb over it. But even with the 
current high rate of erime, your 
company can protect itself against 


loss due to burglary or theft. Your 


Insurance Agent knows how to give 
your company maximum coverage 
against such losses with a minimum 
of premium outlay. There is a 
USF&G agent in your community 
who will be glad to see you, without 
obligation, at) vour convenience. 


Consult him today! 


U.S. F.& G. 


United States Fidelity & Guaranty Co., Baltimore 3, Md. 
Fidelity & Guaranty Insurance Corp., Baltimore 3, Md. 


Fidelity Insurance Co. of Canada, Toronto 


Consult your Insurance 


Agent or Broker 


as vou would your 


Doctor or Lawyer.” 











Motor 


By WILLIAM J. CHAPMAN 


Ass’t Vice President, 
Mercantile-Commerce Bank & Trust Co., 
St. Louis, Mo 


UR nation is confronted with 
broad transportation shortages. 
The building of new railroad rolling 
stock, the extension of pipe lines, and 
the addition of necessary new water 
facilities are taking place with in- 
evitable slowness. 

Meanwhile, another transporta- 
tion agency, trucking, is rebuilding 
and expanding at a record pace. 
Trucks are playing an increasing 
part in the rapid distribution of all 
types of merchandise and foodstuffs. 
Their role in keeping the shortages 
of fuel oil and gasoline from being 
serious economic disturbances in re- 
cent months has been of special sig- 
nificance. 

As the trucking fleet of America 
builds to take care of a huge demand 
for its services, the industry needs 
and is using an increasing total of 
bank credit. Financing an essential 
part of our distribution system, with- 
in fair limits, is a desirable avenue 
for bank investment even in a time 
of stringency during which banks 
are properly becoming more selec- 
tive in their loan policies. 

The analysis of a term credit to a 
motor carrier involves, as does the 
analysis of a similar credit to any 
other type of business, an appraisal 
of the probable available earnings 
which can be used to retire the debt, 
and an appraisal of financial struc- 
ture to safeguard against a miscar- 
riage of the earnings probability. 
There is no special formula for the 
industry, but there are few special 
problems of credit appraisal. 


Available Earnings Can Be 
Foretold 

The amount of earnings available 
for debt retirement is the sum of net 
income and non-cash charges, princi- 
pally depreciation and amortization. 
A carrier in a tight situation can 
boost the amount available by par 
ing other expenses, notably officers’ 
salaries and maintenance, but a re- 
duction of maintenance expense be- 
low normal requirements is suicidal 
unless temporary. 


In the consideration of a term 
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Carriers 




















credit, all analysis of a carrier's in 
come statements is aimed at a con- 
servatively sound estimate of future 
available earnings. 

An estimate of future probability 
centers around the judgment of traf. 
fic possibilities. Without scientific 
perfection, it is possible to make or 
obtain an estimate at least as to the 
stability of the area served and the 
type of commerce solicited by a mo- 
tor carrier and thus to make an in- 
formed guess as to the future traffic 
potential. With a record of past 
performance as an indicator and a 
reasoned expectation of the future 
potential, a lender can make a rough 
estimate of a carrier’s probable abil- 
ity to secure trafic over a 2 or 3- 
vear period. 


rovide Opportunitr 






































































































Against the trend of revenue, the 
trend of expenses has to be balanced. 
Again, the estimate of managerial 
ability is of first importance, and past 
performance is a frequently practical 
guide. 


Revenue Must Be Balanced 
Against Costs 


Some specific matters should be 
searched out carefully. Depreciation 
policy is foremost, and rates should 
be examined in relation to service 
conditions. Maintenance policies are 
highly important. Carrier operations 
cannot long be profitable if equip- 
ment is not kept in condition to 
render service during its normal life, 
and in addition, a financing institu- 
tion extending term credit secured 
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Motor transport carriers are found in all parts of the country. 
In the territory of every bank there is at least one such carrier 
that could well be financed along the lines indicated in the 
experience of this loan officer. 


by equipment is forced to depend 
upon the carrier’s maintenance poli- 
cies to preserve the value of the col- 
lateral. 

It is particularly important to 
have accurate knowledge of costs. 
The operator who does not know 
what routes and services are profit- 
able may lavish expenditure in de- 
veloping the wrong ones. 

There are a number of ways in 
which a carrier may disadvantage- 
ously relinquish actual earnings. 
Policies with respect to officers’ sal- 
aries, dividends or withdrawals, in- 
vestments in affiliates, and other 
non-operating and controllable op- 
erating disbursements require scru- 
tiny, and dependence must be placed 
on prudent financial management in 
these and other respects, supple- 
mented by whatever restrictive loan 
conditions seem desirable. 

Detailed inquiry into the avail- 
ability of earnings as a practical mat- 
ter should be limited by the size of 
the risk and the type of carrier. The 
larger the loan is in relation to the 
capital and past earnings of the bor- 
rower, the more exhaustive the in- 
vestigation of earning capacity and 
stability has to be. 

One of the most important factors 
permitting the assumption of a term 
risk is that the industry has had at 
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least since the middle 1930's, out- 
standingly stable earning ability ex- 
cept for the unusual war period in 
which new equipment was denied it, 
maintenance expenses being forced 
to rise out of proportion, and a short 
post-war period in which costs rose 
much more rapidly than rates. 

The measure of earnings coverage 
required for debt retirement is en- 
tirely a matter of judgment. Both 
the term of the loan and the esti- 
mated stability of operations affect 
judgment as to what constitutes a 
desirable margin, but practical con 
sideration of the effect of changing 
conditions on a carrier’s earnings 
suggests that a coverage of approxi- 
mately two times for all the debt 
maturities over a 2 or 3-year period 
should be ample for protection, in 
cluding depreciation in cash earn- 


ings. 


Compare Total Debt With 
Capital Funds 


lo take care of a term credit, a 
carrier requires a sound financial 
structure, even though impressive 
proportions by the standards of othe: 
industries are not necessary. 

Ihe foremost problem is to have 
the total debt in reasonable align- 
ment with capital funds. Motor car- 
riers usually operate with a total 
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debt approximately equal to capital. 
\ larger debt proportion can be car 
ried by a highly profitable company. 
There is no set limit, but certainly 
a company should have an over-all 
equity greater than the collateral 
margin which would be required if 
its entire debt were secured. The 
concept points to an upper practical 
limit of about two dollars of debt 
to one dollar of capital. 

The total debt should mature in 
amounts which the carrier can repay 
without difficulty. A bank does not 
wholly benefit a carrier by making 
a specific loan on reasonable terms 
while leaving a large amount of 
other debt with maturities that are 
oppressive. 

Carrier operating property should 
be adequate to meet the needs of the 
business. It is important to have the 
right equipment for the job at hand 
and to have it in ample amounts. A 
review of the types and ages of equip- 
ment owned will indicate whether on 
not a carrier will have to purchase 
additional units during the life of 
the loan. 

Investments and advances should 
be scrutinized from the point of view 
of balance sheet analysis in addition 
to the point of view of their ex- 
pense and profit implications. Heavy 
outside investments represent a divi 
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» * don’t have to put up with the expense of dual 
posting bookkeeping—posting both to ledger and state- 
ment. ..in two or more runs a day. The Recordak Single 
Posting System does away with such costly duplication. 


With it you post only once a day ... to a statement 
alone. This serves as your ledger during the month, and 
at month-end it’s photographed, sent to the depositor. 


en * 


avin 


35? Because the Recordak Single Posting 
System enables bookkeepers to handle greater volume, 
it lowers operating costs. Because it makes one record 
serve for two, it reduces stationery costs. Because it 
limits posting to once a day, it cuts machine require- 
ments about 40% ... reduces machine wear-and-tear— 
and maintenance costs—considerably, 


To learn more about the advantages of the Recordak 
Single Posting System, write for “IN BANK AFTER 
BANK AFTER BANK.” 


RECORDAK CORPORATION 


(Subsidiary of Eastman Kodak Company) 


350 Madison Avenue, New York 17, N.Y. 


(Subsidiary of Eastman Kodak Company) 


originator of modern microfilming 
—and its application to banking systems 


*Recordak”™ is a trade-mark 


eeping costs 





sion of capital from carrier opera- 
tions and distort the validity of the 
debt proportion. 


deserve some 
consideration. If they are carried at 
high values, they too result in a 
misimpression concerning the rela- 
tion of capital and debt. On the 
other hand, if they are carried at 
nominal values, there is reserve 
strength in the balance sheet, as 
operating rights are salable quite 
often at prices far above the amounts 
which have been spent in acquiring 
them. 

Usually receivables and inven- 
tories of materials and supplies do 
not present any analytical problem. 
If they do happen to be out of pro- 
portion with the volume of business, 
the causes of the dislocation should 
be observed and their implications 
considered. 


Operating rights 


Maturities On New Loans 


In the preceding paragraphs, the 
desirability of having debt sched- 
ules matched with debt- paying ca- 
pacity has been stressed. The analy- 
sis of typical financial structures and 
a review of the terms usually granted 
by manufacturers, finance companies, 
and banks indicate that the carriers 
have been forced by the conceptions 
of financing institutions to concen- 
trate too large a proportion of their 
debt maturities within too quick a 
period of time for revenue opera 
tions to provide tunds for orderly 
liquidation. 

There has been reluctance by fi- 
nancing institutions to extend equip- 
ment credit on maturity schedules 
conforming closely to effective serv 
ice lives, which vary from approxi- 
mately three years for light trucks in 
intensive service to ten vears for large 


Eleven Matters To Be 
Considered In Evaluating 
Carrier Loans 


1. An appraisal of probable 
earnings. 

2. Trends of traffic and costs. 

3. Earning capacity of the op- 
erator. 

4. Proportion of debt to capital. 

5. Salable operating rights. 

6. Practical loan maturity 
schedule. 

7. Service life of equipment. 

8. Practical size of monthly 
payments. 

9. Size of down payment. 

10. Type of security document. 

ll. Adequate insurance on 
cargo and equipment. 


trailers carefully maintained. 

Pressed by heavy maturities of the 
credit which is fundamentally used 
tO support equipment purchases, 
whether or not it takes the form of 
equipment lending, the carriers have 
had difhculty both in meeting cur- 
rent trade bills and in acquiring the 
heavier tvpes of equipment which 
are best suited for many operations. 

A piece of equipment with a 6- 
vear service life and earning 10% 
on its average depreciated value will 
not pay for itself for more than four 
vears. Financed on a 25% down pay- 
ment, it will pay out in a ‘little more 
than three years. To require that 
such a piece of equipment be finan 
ced on an 18-month pay-out sched- 
ule is to call for payment of funds 
other than those produced by rev- 
enue. 

Consideration of service lives, bal- 
anced against consideration of risk 
factors, suggests that credit periods 





of three to five years are justified for 
heavy equipment. Periods longer 
than five years put too high a pre- 
mium on maintenance and involve 
some risk of obsolescence. 


Maturities Important On 
Refinancing 


The question of maturities as- 
sumes special importance in the case 
of refinancing loans. A carrier with 
heavy current debts may need re- 
financing and may thoroughly de 
serve it on the basis of operating 
performance, managerial ability, and 
its basic financial structure. The 
lending institution must be careful, 
however, to ascertain that it is not 
making a commitment on security 
which is approaching the end of its 
service life. 

Desirable maxima, although not 
definite limits, appear to be about 
three years from acquisition for me 
dium types of equipment, four years 
for heavy tractors, five years for large. 
modern trailers. 

Thus, a rehabilitation loan will 
quite often be restricted to one o1 
two years. If it cannot accomplish 
the necessary improvement in the 
carrier's finances in that time, then 
real estate lending or equity finan 
ing is indicated. 

Whatever the purpose of the loan 
attention has to be placed on col 
lateral values. Recent declines in 
the market value of used equipment 
point to the desirability of keeping 
maturities as short as practical, with 
upper limits on heavy tractors and 
trailers in a 3- to 4-year zone. 

Payments should be on a monthly 
basis, but the monthly payments 
need not be uniform for the life of 
the loan. If the original commitment 
is based on a variety of equipment. 
light, medium, and heavy, the ma 
turities of the early months may 
properly be heavier than those of 
the later ones. 

Thus, dependence is not placed on 
the light equipment to serve as ac- 
ceptable collateral beyond the mid- 
dle period of its service life, even 
though such equipment continues 
subject to the lien. In some instances, 
monthly maturities are varied in 
order to permit an even flow of cash 
to meet other obligations coming 
due, or te make the lightest maturi 
ties fall in the later stages of a loan, 
when maintenance costs are highest 
and collateral values lowest. 

As a general principle, any busi- 
ness should be required to have some 
equity in all its assets from the dates 
of their acquisition. Carrier operat- 
ing equipment is, however, basic 

(Continued on Page 28) 
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<>“ You'll find Hammermill’s idea-book “BUSINESS CHECKS” a stimulating 
refresher. It shows 15 examples of time-wasting faults taken from checks in 
actual use. Then it gives the 8 Essentials of Good Check Design—all based on 
interviews with bankers and conforming to recommendations of A. B. A. 
Many bankers find distribution of this book a tactful and effective way to 
persuade their customers to design their checks properly. Send for free copy. 
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property vital to the continuation of 
the business, and down payments are 
not requisite merely for moral effect. 
The requirement of a down payment 
is logically associated with allowable 
maturities. A piece of equipment 
operating with average profitability 
will not completely pay for itself 
within the time limits of desirable 
loan maturities. 

\pproximately a 25°, down pay- 
ment is required in order to schedule 
equipment debt so that it pays out 
through revenue operations over half 
the estimated service life. On some 
occasions, however, a 25°, down pay- 
ment would have the restrictive effect 
on the current cash position which 
proper financing is designed to pre- 
vent. 

If a carrier has a substantial equity 
in the majority of its operating 
equipment, 1t is not necessary to re- 
quire a full down payment, and it 
may not be desirable. In most in- 
stances, rule-of-thumb judgment in- 
dicates that down payments should 
be at least 10°; to 25°%, but there 
have been manv instances of suc- 
cessful financing without any down 
payment requirement. When down 
payments on new purchases are light, 
other unencumbered units can_ be 
mortgaged to provide a_ collateral 
margin. 


Adequacy Of Carrier Equipment 
As Collateral 

Trucks, tractors, and trailers sat- 
isty all requirements tor equipment 
security better than almost any other 
commercially used manutactured 
products. There is a constant market 
for them, which is more stable and 
broader than the market for most 
used commercial or industrial equip- 
ment. 

They are easily moved to the best 
markets obtainable. Their depreci- 
able lives are subject to close esti- 
mates, and to date, they have seldom 
been subject to obsolescence so great 
as to cut short expected service life. 
Repair service and repair parts are 
readily available, and battered 
equipment can usually be put into 
salable condition. 


Equipment notes can be made 
upon the security of chattel mort- 
conditional sales agreements, 
or leases, usually with the option to 
purchase at the expiration of the 
lease. Lease agreements are not com- 
mon in motor carrier financing, be- 
cause the capital structures of the 
companies do not include the gen- 
eral mortgages which have caused 
railroads to resort to leases in order 
to offer valid security to equipment 
debt holders. 


rave 
gages, 


Phe form ot legal instrument to 
be used for any financing must be 
based on consideration of state law 
and other circumstances. It is essen- 
tial that instruments be drawn by 
competent counsel. 

Because the conditional sales con 
tract gives the lender a title claim 
instead of a mortgage, it is the most 
favored instrument in the majority 
of states for loans on new equip 
iment. It cannot be used for a re 
financing loan, and in some states 
it is deficient for collateral purposes 
hecause foreclosure requires the can 
cellation of the debt. 


Conditional Sales Agreements 
and Chattel Mortgages 
Chattel mortgages present the 
vreater difficulties in a number of 
states. For example, there is some 
risk of title imperfection. Chattel 
mortgages are involved from state to 
state in a variety of recording re- 
Guirements. Failure repeatedly to 
record at the close of periods set by 
law can invalidate the lien in some 
instances. The certainty that the 
right pli ice of recordation has been 
chose ‘nN is sometimes a matter of legal 
dispute. Conditional — sales 
ments generally can be recorded with 
more assurance that the proper legal 

procedures have been taken. 

There are certain risks which are 
dificult to provide against. Whether 
the lien instrument is a chattel mort- 
gage or a conditional sales contract, 
it can be invalidated if the equip- 
ment is deemed to have been per- 
manently removed to another state 
and if proper steps have not been 
taken to have the instrument filed or 
recorded in the state to which re- 
moval has taken place. There is also 
the possibility that a judgment credi- 
tor will run an attachment, but such 
a happening can be avoided by ade- 
quate insurance coverage. 

The greatest legal risk appears to 
be the chance that the lien on equip- 
ment used in interstate commerce 
could be overthrown in bankruptcy 
because of some imperfection which 
had been undisclosed or thought to 


agree 


be of little significance. The legal 
problems are complex, but) many 
able credit men, with the advice of 


competent counsel, have shown will- 
ingness to assume whatever risks are 
involved. 

In addition to making certain that 
a carrier has the ordinary insurance 
protection covering buildings, work 
men’s compensation, general public 
liability, and the like, it is necessar\ 
to ascertain that it has adequate cov- 
erage of those hazards which apply 
particularly to vehicle ownership. 


(Continued on Page 30) 
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The amounts of insurance to be 
carried are matters of judgment to 
be settled between the carrier and 


the lender. As a general guide, it is 
possible to say that well-managed 
Class I carriers generally carry at 
least the following coverages: 

Cargo insurance ......$50,000 

Public Liability $25,000-$50,000 

Property damage $5,000 
In many cases, larger policies are 
carried. 

It is highly important that the 
carrier also have fire and extended 
coverage insurance on vehicles, with 
a loss-payable clause in favor of the 
lender. It is desirable for the lender 
not only to obtain assurance that the 
insurance is in adequate amounts, 
providing for full payment of vehi- 
cle losses except for minor deducti- 
ble features, but also to retain the 
policies to make certain that its in 
terests are protected. 

Certificates of public convenienc 
and necessity and contract carriet 
permits allow only certain definitely 
prescribed operations over definite 
routes or within carefully defined 
territories. Violations of the terms 
of certificates or permits can be cause 
for their revocation. 

Because of the necessity that the 
terms of operating rights be reli- 
giously followed, it may be desirable 
to have counsel examine copies of 
the certificates or permits and ascer 
tain that they are in effect and that 
the carrier operations conform to 
them. It is not possible to make cer- 
tain that the carrier is always taking 
the route permitted it, but it is pos- 
sible to know that it is not generally 
soliciting traffic to which it is not 
entitled. 

Reliance on management is always 
important, but it is desirable to have 
counsel pass upon the documents to 
guard against any honest differences 
of interpretation. 

* * * 


A complete treatise on this subject by this 

author has been published in booklet form 

by the Robert Morris Associates, 1417 San- 
som St., Soest inane Pa. 


Follow-Up On Loans 
Keeps Them Good 


We work for the extension of 
sound credit—credit that is sound for 
the borrower, sound for the lender, 
and sound for the economy as a 
whole. Generally speaking, the in- 
terests of the borrower, the lender, 
and the economy will be found to 
run parallel and not into conflict. 

Most seasoned credit men _ will 
agree with me when I say that but 
few loans are unsound on the dav of 
their inception: the unsound ones 
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develop with the ever-changing inter- 
play of human and economic factors. 
Therefore, emphasis today must be 
on alert, intelligent follow-up; on 
full realization that all business is 
dynamic and never static. — Kenneth 
K. DuVall, President, First National 
Bank, Appleton, Wis. 


Low-Cost Housing Will Result 
From Coordination 


Thanks to American ingenuity 
and inventiveness, today’s new home 
is a complex machine of 30,000 parts 
coming from hundreds of widely 
sc attered sources, and I don’t think 
all the government bureaus and 
politicians will be able to make it 
very simple again. 

As long as there are wastes along 
the production or distribution chain, 
prices are too high in this or any 
other industry. 

Beneath the liability of too high 
prices we must record such items as 
unjustifiable complexity, excessive 
decentralization, stubborn irrespon- 
sibility, blindly selfish limitations of 
production, frozen structures of dis- 
tribution, segregated islands of sell- 
interest, and an almost total lack of 
that coordination and streamlining 
which is the hall-mark of most of 
\merica’s great industries. 

The lowest cost and greatest effici- 
encv in home building will not be 
achieved until the local factors on 
the home building team — the archi- 
tects, realtors, contractors, sub-con- 
tractors, distributors, and financing 
agencies — are coordinated into a 
cooperative team under a single re- 
sponsible management for the local 
production and marketing of new 
houses and other light construction 
packages. 

The coordinator or coach of this 
local light-construction team might 
well be the factor whose interest is 
identical with that of the new home 
buyer. ‘ 

The banker, like the owner, 1s 
going to live with the new home 
property for a long period of years. 
He, too, has a primary interest in 
eliminating wasted time, effort, and 
material in home building — in 
keeping costs of the production of 
new houses to the lowest possible 
point. 

Self-interest, then, could well moti- 
vate the banker -in becoming the 
local balance-wheel of light construc- 
tion. 

I suggest that you bankers con- 
sider tackling this home building 
problem specifically and energetical- 
ly, by sponsoring a completely repre- 


sentative local home-building indus- 
try which would mobilize agaist 
this one problem the leadership 
every segment and branch of the 
local home-building industry. 

The group under your leadership 
should include all home-building 
factors and qualified representatives 
from every branch and segment of 
the industry, builders, sub-contrac 
tors, material dealers, equipment 
dealers, architects, realtors, all light 
construction financing people. Every 
important element in this industry 
should be represented. In addition, 
there should be added the local real 
estate press; the general press; and 
public representatives including 
organized non-building labor, educa 
tors, clergy, and welfare workers. 

Che objectives of such a group 
might be: 
|. To form a fully representative, 

self-conscious, and consumer 

conscious home building in 
dustry. 

lo provide more and better new 
homes at less real cost for local 
families with higher wages and 
more stable profits for those in 
the industry. 

5. Lo give local new home seekers 


what they expect and want 
from the home building in 
dustry. 


1. To bring greater efficiency to th 
production, sale, and servicing 
of new homes. 

». Lo provide mutual goals and a 
common sense of direction 
among all who are locally en 
gaged in providing new homes 

6. ‘lo remove the home building in 
dustry from behind the eight 
ball and take it out of the 
public doghouse. 

7. ‘To substitute for a defensive at 
titude an aggressive, construc 
tive offensive to secure public 
acceptance, confidence, and 
goodwill. — Arthur A. Hood 
Editor, American Lumberman 
Chicago. 


Accounts which become dormant 
during any chosen period, should be 
placed in the “Dormant Accounts 
ledgers and kept under separate gen 
eral ledger control. Statements 
should be proved at the month-end 
against the general ledger control. 
and after being made up they should 
pass into the ‘hands of a statement 
clerk not in the departments that 
might be affected by possible disclos- 
ure of a difference. Statements should 
be kept under lock, and the auditor 
should have supervision in orde: 
that he may check all differences. 
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» ™ financial interest in hotels, stores, restau- 
rants and office buildings calls for a careful con- 
sideration of Better Air Conditioning. 

Survey after survey has indicated the income- 
building advantages of air conditioning systems 
that adequately cool, dehumidify, circulate, filter, 
and ventilate the air for all types of business. 


You can get such a system when you insist on 
General Electric equipment . .’. installed to Gen- 
eral Electric standards. 


“INVESTMENTS PROTECTED” 
- by Better Air Conditioning 


In your own bank, too, General Electric Better 
Air Conditioning can mean more comfort to 
clients and depositors ... greater efficiency from 
employees . . . easier cleaning. 


We suggest you discuss the profit building pos- 
sibilities of air conditioning with an expert in the 
field—your local General Electric dealer or con- 
tractor. General Electric Company, Air Condi- 
tioning Department, Section A8276 Bloomfield, 
New Jersey. 


GENERAL @ ELECTRIC 


Better Aur Conditioning 
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QUIZ No. 60 


(Answers On Page 37) 


Which of the following articles 

would be most likely to be 
found in a safe deposit booth after 
a box renter had left? 


a. Stock certificate of Gabriel Co.; b 
Comptometer; c. Glass vase. 


A How are Mutual Savings Banks 
managed? 


a. By a board of directors; b. By a board 
of trustees: ¢. By a management com- 
mittee. 


Everyone working in the transit 

department in banks should 
know that 49 cities in the United 
States have a prefix to their transit 
number, indicating the city, rather 
than the state, and they should be 
able to recognize by memory the 
numbers of at least the first five 
cities having prefix numbers 1, 2, 
3, 4, or 5. Select the cities from 
the following list which should 
have these numbers: New York, 
Pittsburgh, Indianapolis, Kansas 
City, Kan.; Los Angeles, Boston, 
St. Louis, Philadelphia, Chicago, 
New Orleans. 


fy A National Bank is subject to 
supervision by which of the 
following bodies? 
a. Federal Reserve Board; b. Comptroller 
of The Currency: c. State Banking De- 
partment. 
FJ Are all U. S. Government Secu- 
rities tax exempt? 
a. Yes, there is no income tax on yovern- 
ment securities; b. Some are partially tax 
exempt; c. Some are fully taxable 
Which of these names is most 
likely to be heard in most any 
bank in the U. S.? 


a. LaMonte; b. Ayer Steele. 


Which commonly owns the pre- 
ferred stock of a bank? 


a. The bank’s own stockholders: b. The 
Reconstruction Finance 
bond house 


8 | Which of the following ma- 
chines is most likely to be in 


the office of a bank president? 


a. Telephone: b. Change maker: c. Re- 
cordak. 


E) Which of the following would 
be most likely to be classified 
as a good loan? 
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Corporation; c. 


a. One secured by a mortgage on a farm 
considered to be worth the same amount 
as the loan; b. One secured by stock on 
which there is no daily market; c. One 
secured by a farm known to be worth 
three times as much as the loan. 


(D) If the interest on $1,000 for 
nine months was $26.25, at 
which rate was it computed? 


a. 4%: b. 416%: c. 814%. 


In which book should the fol- 

lowing account be found? Items 
on banks which clear through the 
local clearing house association, to 
be presented the following day. 
Also items on other local banks, to 
be presented directly on the follow- 
ing day, in case no central clearing 
arrangement exists. 


a. Savings ledger: b 
Commercial ledger. 


i A bank loan officer who handles 

loans only would most likely 
have which of the following blank 
forms in his desk? 


a. Real estate mortyave: b. Service charge 
debit ticket; c. Signature card. 


IK] Which of the following rules 
regulates Federal Reserve Mem- 

ber Banks? 
a. No bank nor any of its officers, direc- 
tors or employees may lend or make a 
gift to any bank examiner who examines 
or is authorized to examine the bank; b. 
No money may be loaned to a local gov- 
ernment without authorization of the 
Federal Reserve Board; c. The expenses 
of local bank examiners, while examining 
the local bank are to be paid by the bank 


IL] If a 90-day note is dated May 
6, on which date will it fall 
due? We will assume that the due 
date is not Sunday and that your 
bank is open Saturdays, 
a. Aug. 5; b. Aug. 6; c. Aug. 4. 


I Which of the following titles 
of articles did you see in a 
recent issue of Bankers Monthly? 


a. Stalin says, “Banks Are Unneces- 
sary.”’; b. This Bank Is Trying To Im- 
prove Customers Checks: ¢. Maryland 
passes A Law Requiring all Bank Checks 
To Have The Account Name Printed 
Above The Signature Line. 


. General ledger: c 








fly If you were information clerk 

in your bank, which would be 
the correct answer to the following 
question: “I put January 4, 1947 on 
this check instead of 1948. What 
shall I do?” 


a. Throw it away; b. That’s a stale date 
and we don’t cash stale dates; c. Just 
cross out 1947 and write ‘1948’ above it 
and any paying teller will be glad to cash 
it for you. 


If your bank has deposits with 

city correspondents as follows: 
Bank A, $75,000; Bank B, $25,000; 
Bank C, $50,000, where would this 
$150,000 be entered on the balance 
sheet? 


a. Loans & discounts: b. Deposits 
Cash & Due from banks. 


Which of these terms is most 
closely connected with commer 
cial ledgers? 


a. Deposit Ticket; b. Transit: c. Trust. 


Which of the following state- 
ments was made in an issue of 

Bankers Monthly a few months 

ago? 
a. A non-negotiable field warehouse re- 
ceipt must be sent to the warehouse for 
indorsement whenever a part of the goods 
is released; b. A negotiable field ware- 
house receipt must be sent to the ware- 
house for indorsement whenever a part of 


the goods is released; c. Field warehouse 
receipts are never negotiable 


20} In which of the following de 
partments would you be most 

likely to hear the term “currency?” 
a. Proof; b. Bookkeeping: c. Teller 


Circle the letter indicating the 
answer vou believe — is 
Grade yourself as follows: 
18, 19 or 20 
15, 16 or 17 


correct 


Very Supe! 101 
Superion 


12, 13 or 14 Good 
8,9, 10 or 11 \veragt 
5, 6 or 7 Poor 
2,3 or 4 Verv Poor 
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iTO ALL BANKEKS 


EVERYWHERE 


Ei . .We offer our conception of correspondent banking. To this service 


we bring two commodities — knowledge and facilities. 


Our facilities are those of a modern bank, 
fully and effectively staffed, 


including a large Foreign Department. 


Our knowledge is that gained over the course of 
145 years in the service of business and of other banks 


in all parts of the world. 


We should like to serve as correspondent for 


your bank in the Philadelphia area. 


May we give you details? 





; 


THE PHILADELPHIA NATIONAL BANK 


Organized 1803 PHILADELPHIA 1, PA. 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


June, 1948 


Bankers “Found” These Loans 


A Banker’s Advice Started 
A New Business 


“I have a building and fixtures 
but no merchandise,” said a building 
owner to his banker one morning, as 
they walked dowritown together. 

“Renters hard to find?” asked the 
banker. 

“I don’t know where there is even 
one within a hundred miles,” said 
the building owner in discourage- 
ment. 

“How about operating the store 
yourself?” suggested the banker. 

“T’ve got the time, and [ think | 
know how, but I don’t believe the 
wholesalers would give me the neces- 
sary credit.” 

“Don’t ask them for any credit,” 
said the banker, “borrow the money 
at the bank.” 

“By gosh! you're getting me en- 
thused about this,” said the owner.” 

“Give it some thought,” said the 
banker. “In fact, if you are inter- 
ested, I would like to send you to a 
wholesaler in Chicago who can tell 
you more about running a local store 
in half a day than I can tell you in 
three years. If you do what that 
wholesaler says, you'll make a suc- 
cess of the store. If you’ve got the 
time to run a store, I think you’d 
have a lot of fun and make money. 
At the same time, you'd get your 
building into use, and if you don’t 
do something with it, it’s going to 
build up a loss mighty fast.” 

The banker lent the money to buy 
the merchandise and the store 
proved to be a success right from the 
start, because the local man not only 
asked for advice, but followed it re- 
ligiously. 


A Church Organ Provided 
A Bank Loan 


“This church needs an organ,” 
said the banker to the pastor one 
morning. 

“It certainly does,” said the pastor. 
“A beautiful pipe organ would add 
greatly to the effectiveness of our 
services.” 

“Why don’t you 
gested the banker. 

“There is only one reason,” said 
the minister. “That is, no one has 
worked out a plan for raising the 
money. 

“The old-fashioned way of raising 
money,” said the banker, “was for 
the church to take pledges from its 
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buy one?” sug- 


members with the hope that some 
day, the pledges would be paid. I’m 
going to suggest a modern way of 
doing it.” 

“Fine,” said the pastor. “I’m sure 
it will be a good way.” 

“It will be easy for the church,” 
said the banker. “My plan is this: 
The bank will provide the money to 
buy the organ if the members of the 
congregation want the organ enough 
to sign notes payable to the bank for 
the amounts they pledge.” 

“Splendid idea,” said the pastor. 

The idea was readily accepted by 
the trustees of the church and the 
signed notes were secured within two 
months. Then the organ was pur- 
chased with the bank serving as a 
collector of pledges, and at the same 
time a collector of interest on all of 
those pledges up to the time they 
were paid. 


A $1,000 Loan Bought 
Books For A Library 


A library board in a Pennsylvania 
town was holding a meeting. The 
local banker was one of the members. 
“We ought to buy about $1,000 
worth of books at once,” explained 
the president of the board, “but the 
taxes will not be available for about 
six months.” 

“Have the taxes been properly 
spread to give the board the neces- 
sary funds within six months?” asked 
the banker. 

“Yes,” said the president, “every- 
thing has been taken care of proper- 
lv.” 

“Has our book committee selected 
the books?” asked the banker. 

“Yes, we have a list right here.” 

“Then I propose that the books be 
ordered at once. The bank will 
advance the money if vorf will ar- 
range to give the bank tax anticipa- 
tion warrants. 


A Bank Loan Equipped 
A Garage 


“Fred, I have noticed that you 
seem to have most of the repair busi- 
ness in town,” remarked a Minnesota 
banker to a garage customer. 

“Yes,” said Fred. “I have too much 
business.” 

“How could you possibly have too 
much?” asked the banker. 

“Well,” said the garage man, “with 
the hand methods I have to use, I 


can't turn out the work as fast as it’s 
coming to me.” 

“What about putting in some ma. 
chines?” suggested the banker. 

“That’s just what I'd like to do,” 
said the garage man, “but I just can't 
quite see my way Clear to finance it.” 

After going into some detail as to 
the possible increase of business 
which would result, the banker de- 
termined that it would be possible 
for the garage man to repay a loan 
within four months, and that the 
size of the loan he could repay in 
that time would be enough to instal] 
two of the machines which 
badly needed. 


were 


Loan To Start 
A Coal Business 


George Smith was an ambitious 
young fellow who not only had the 
necessary muscles and stamina to 
handle a big load of coal or a load 
of wood, but also had the good 
judgment and the ambition neces- 
sary to make a successful business 
man. He had worked for the local 
wood and coal dealer for two years, 
and had delivered coal to the bank- 
er’s home regularly. One day, the 
banker chatted with him as he was 
unloading the coal. 

“Like the coal business?” 
the banker. 

“Yes, I do,” said the young man. 

‘Why don’t you go into the busi- 
ness yourself?” 

“Say, I’d like nothing better!” 

“I suppose there is too much 
competition in this town?” 

“No, there isn’t,” said the 
“My own boss said that there is 
room for another dealer here.” 

‘“‘Where could you operate, if you 
had a business?” 

“I’ve got it all figured out,” said} 
the young man. 

The result was that the banker 
loaned this young fellow the money 
to buy his first carload of coal. His 
father and two uncles loaned him 
the money to put up the necessary 
sheds on the railroad siding. 


asked 


Visit borrowing customers in 
their places of business. 


The man who has the habit of 
succeeding in everything he under- 
takes, is the one who will pay his 
bank loan promptly. 
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OVER 1200 BANKS 
IN 46 STATE 





have adopted this fastest-growing 


customer service 


BURROUGHS 
COMMERCIAL TELLER’S 
MACHINE 


It's sweeping the country! Banks from coast to coast — 
in communities in 46 states—are providing more 
modern, more pleasant service with Burroughs Com- 
mercial Teller’s Machines. 


They report that their checking account customers 
and their tellers like this new system because it re- 


WHEREVER THERE'S BUSINESS THERE'S 





duces standing-in-line time . . . eliminates the pass- 


book nuisance . . . provides greater protection. 


Your local Burroughs representative will gladly give 
you complete information about this modern tool for 
tellers—its success in other banks. . . its contribution 
to improved customer relations. Call him today! 


Burroughsey 
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f UNITED STATES OF AMERICA—first among nations in 
national income! First in production of wheat, corn, 
cotton, petroleum, coal, and iron! First in commu- 
nications/ in motor vehicles per capita—first in many 

essentials to good living and prosperity. 
And directly related to that position of leadership 
S's our standard of education—for it has been shown 
~~ that a country’s wealth and welfare rise along with 
its educational standards. And countries rich in 
natural resources can be poor and backward with- 

out the benefits of education. 

Yes, the United States is a leader in the field of 
education too—but’ for how long? Appalling con- 
ditions prevail today in many of our schools. Many 


of our most brilliant teachers are working against 
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our place in the world? 


SAN FRANCISCO > 


odds—crowded classrooms, shortages of equipment | 
and textbooks, long hours. . . . Thousands have left | 
the profession for other work. 

You, and every United States citizen, will suffer 
from this situation, because it cannot help affecting 


our national prosperity before long. | 


WHAT TO DO? 


Today—make it your business to take these two steps: 
1. Check up on educational conditions in your local 
schools; 2. Back up and work with organizations 
seeking to improve teachers’ working and _ living 
conditions. For only by keeping our educational 
standards high can we hold our place in the world 
—and assure a prosperous future for our children. 


WASHINGTON 


" } Sponsored by RAND MSCNALLY & COMPANY 


in cooperation with the Advertising Council, on behalf of the national effort to improve our schools. 
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Answers To Bankers Monthly 


Quiz No. 60 

a. Many box renters have stock 

certificates in their boxes and 
a stock certificate would be more 
likely to be found in a booth than 
either a comptometer or a glass 
vase, although of course, it is pos- 
sible to find almost anything in a 
booth. 


b. Mutual Savings Banks are 
owned by their depositors and 
the board of trustees manages the 
institution. 
J. New York; 2. Chicago; 3. 
Philadelphia; 4. St. Louis; 5. 
Boston. In those cities which have 
city transit numbers, the bank’s 
transit number is the city number 
followed by a dash and the bank’s 
individual number. For example, 
The First National Bank of Phila- 
delphia has the number 3—20. 
yy aand b. All National banks are 
members of the Federal Reserve 
System. 
5 b and c. Some government secu- 
rities are tax exempt. Some are 
partially tax exempt and some are 
fully taxable. 


The name LaMonte is well 
known in banks because George 
l.aMonte and Son of Nutley, New 
Jersey, supply safety paper used in 
printing checks. 

b. All preferred bank stock is 
owned by the Reconstruction 
Finance Corp. 

iJ a. A president has no need for a 
change maker or a-Recordak in 
his office. 

c. It is generally required that 
collateral for a good loan be 

worth more than the amount of the 
loan. Stock that has no daily mar- 
ket is never good collateral for a 
loan although there might be cir- 
cumstances under which it would 
be accepted because of the knowl- 
edge that the banker making the 
loan could sell it immediately to 
some person interested in acquiring 
stock of the type accepted. 


Labor and Material Are now Available. We Have the 
Know-How—All We Need from You Is the Go Ahead. 


Eastern Office 


859 LEADER BUILDING 
CLEVELAND, OHIO 


We Wave 





a 
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BUY BONDS TODAY! 
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b. Exchanges for the clearing 

house would not be handled 
either by a savings ledger clerk or 
by a commercial ledger clerk but 
the total is entered in the general 
ledger if the items are held over- 
night. 


a. While it is possible that al- 

most anything might be found 
in one of the drawers or the desk of 
a loan officer, one who handles 
loans exclusively would be more 
likely to have a real estate mort- 
gage form than either a signature 
card or a service charge debit ticket. 
ik a. The reason for rule ‘a 

seems quite apparent. It might 
be possible for an examiner to be 
influenced in favor of a bank if an 
officer or director made him a gift 
or loaned him money. It is true 
that the bank pays for an examina- 
tion but it pays the sum assessed 
and does not pay the expenses of 
the examiners while they are doing 
the work. 
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b. Bankers Monthly does not 
publish news articles about for- 
eign governments and there is little 
likelihood that any state would 
ever pass a law requiring all bank 
checks to have the account name 


” 


full list of completed banks. 


We invite your inquiry on our 


printed above the signature line, 
because this is scarcely a subject 
requiring a law. Bankers Monthly 
has published a number of articles 
on the subject of improving cus- 
tomers checks and it is highly desir- 
able to have the name printed 
above the signature line. 
fd ©: It is perfectly proper to 
change the date on a check 
which a customer has written to 
withdraw money from his own ac- 
count and it is much better to have 
the customer make the change than 
to allow the check to go through 
with the date a year old. 
c. This would be the “due from 
banks” part of the entry on the 
balance sheet. 
a. Bookkeepers posting com- 
mercial ledgers handle deposit 
tickets. They do not handle trans- 
it items or trust work, at least not 
while they are serving as book- 
keepers. 
b. Both negotiable and non- 
negotiable receipts are issued 
by field warehouse companies. A 
negotiable receipt must be sent to 
the warehouse for indorsement but 
a non-negotiable receipt need not 
be sent. 


Pl) «. 


The protection afforded by a cer- 
tification form including the words, 
“good when properly indorsed,” i 
emphasized in Meuer v. Phoenix 
National Bank (1904) 94 App. Div. 
331, 88 N.Y.S. 83, affirmed (1905) 
183 N.Y. 511, 76 N.E. 1100. 

In this case, the payee of a check 
transferred it without indorsement 
and the transferee had it certified 
by the drawee bank. The certifica- 
tion stamp was unconditional in 
form. It was held that the check, in 
the hands of the transferee, was 
subject to any existing defenses, 
but that, since there were no such 
defenses, the certifying bank was 
liable to the holder. See Opinion 
15B:1 for further discussion of the 
liability of a bank certifying for a 
transferee without indorsement. 










A. A. HENKEL & ASSOCIATES, INC. 

Bank Designers and Sngineeus 

333 NORTH MICHIGAN AVENUE 
Chicaga 4 GUlinois 
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. Accounting Forms 

. Accounting Machines 

. Addressing Machines 

. Architects and Builders 

Bandit Resisting Enclosures 

and Alarm Systems 

. Bank Building Fixtures 

. Bank Directories 

. Banking by Mail Envelopes 

. Binders, Check, Bookkeeping, 
Ledger 

10. Bronze and Brass Signs 

11. Calculating Machines 

12. Chairs, Posture, Office 

13. Changeable Signs 

14. Checks 

15. Check Book Covers 

16. Check Cancelling Perforators 

17. Check Endorsers 

18. Check Files 

19. Check Protectors 

20. Check Signers 

21. Check Sorters 

22. Check Sorting Trays 

23. Checking Account Systems 

24. Christmas Savings 

25. Coin Bags 

26. Coin Boxes 

27. Coin Changers 

28. Coin Counting Machines 


Oonon WPwnr 


THE BANKERS SECRETARY 





29. 
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New Savings Ledger Desk-Safe 


A new savings ledger Desk-Safe de- 
signed to fit the requirements of the 
smaller bank or the branch office of 
larger institutions has been devel- 
oped by Remington Rand Inc. 

This compact Desk-Safe (Model 
3720) bears the S. E. A. label and 
affords four-hour protection against 
severe fires with temperatures rang- 
ing upward to 2,000°F. Except for 
capacity, it is in all respects equal to 
the Model 3729 Safe Desk that is 
widely used where large capacity is 
required. 

Inside dimensions of the new Desk- 
Safe are: Height’ 37 inches, width 
361% inches, depth 20 inches. Capac- 
ity about a half that of the Model 
3729. Like its larger counterpart, it 
is equipped with slide-in doors. 

Small banks and branch banks 
will find that this new Desk-Safe is 
ideal for point-of-use protection of 
ledgers and signature cards—since it 
combines compactness, good appear- 
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Coin Counting and Packaging 
Machines 


. Coin Envelopes ; 
. Coin Sorting and Counting 


Machines 


. Coin and Currency Trays 

. Coin Wrappers 

. Coupon Books 

. Currency Straps 

. Dating Machines and Stamps 


. Expanding Filing Envelopes 

. Expanding Mailing Envelopes 
. Filing Cabinets 

. Forms, One-Time Carbon 

. Forms, Continuous 

45. Inter-Office Communicating 


Systems 


. Interest Tables 


Rand McNally and Co., 536 So. Clark St., Chicago 5, tL 


Please have buying information sent us on the items cireted above. 


Check What You Need And Mail This Form 






. Past Due Notices 

. Pay Roll Envelopes 

. Personalized Checks 

. Personal Loan Advertising 
. Personal Loan Collection 


Envelopes 


. Personal Loan Systems 

. Photographic Bank Systems 
. Proof Machines 

. Rubber Stamps 


. Deposit Ticket Files 65. Safes, Fire and Burglar-Proof 
. Desk Pen Sets 66. Safe Deposit Boxes 
. Duplicators 67. Safe Deposit Records 


. Safety Paper Suppliers 

. Savings Banks, Home, Pocket 
. Scales, Postal, Parcel Post 

. Seals, Coin Bag 

. Seals, Corporation, Notary, etc. 
. Stamp Affixers 

. Storage Files 

. Time and Delayed Time Locks 


. Lamps 76. Time Stamps 

a Lighting Systems, Fluorescent 77. Travelers Checks 

. Maps ; 78. Typewriters 

. Metered Mail Systems 79. ‘ionuainer Stands 

. Money Orders —_— eo 

. Name Plates and Desk Signs 21° ‘ 
atk, | Gammon 

. Night Depository Bags : 

. Pass Books 83. Window and Lobby Displays 


most 





small bank needs, and fire-resistant 
qualities far in excess of any prob- 
able need. 

Specifications and other details can 
be obtained from Safe-Cabinet De- 
partment, Systems Division, Reming. 
ton Rand Inc., 315 Fourth Avenue, 
New York 10, N.Y. 





Mail Can Be Tossed Into Bag 
Held By New Mailbag Holder 


A new-in-design mailbag holde1 
has been introduced by Com- 
mercial Controls Corporation, Roch- 
ester 2, N. Y. Made of tubular steel 
for maximum strength with mini- 
mum weight, the holder is adjustable 
in height from 36 to 40 inches, fitting 
any size mailbag. A_ free-swinging 
bracket holds the bag open at a con- 
venient angle so that mail can be 
‘tossed, thrown or dropped into the 
bag. Steel pegs which fit the average 
mailbag grommets suspend the bag 
in position. There are no springs 
and nothing to get out of order. It 
mav be moved easily, even when the 
mailbag is full. The holder occupies 
only 1814 by 1814 inches of floor 
space. 


FREE! fn 5 


bank advertising serv ice 
Every ad illustrated 
with timely eye-catch- 
ing photo. Complete 
with copy and type set- 
ups in matform. Write 
for FREE Proofbook 
#200. No obligations. 
EYE*CATCHERS 
Inc., 10 East 38th St., 
New York 16, N. Y. 
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Todd Co. Announces New 


Bank Balance C ontroller 

The Bank Balance Controller, 
providing a single validating point 
to control check disbursement, has 
been announced by the Todd Co., 
Rochester 3, N. Y., as the latest 
model of the famed Todd Blue 
Streak tandem check writer-signer. 

| he Controller includes a sealed 
channel between the writing and 
signing units from which the fin- 
ished check passes into a locked 
receiving box. Responsibility — is 
thereby limited to one person, the 
executive charged with removing 
the checks and distributing them 
to employees. 

Protection begins when the writ- 
ing unit shreds the amount unal- 
terably into the check paper, sim- 
ultaneously listing the amount on 
regular adding machine tape on 
special forms. Next the checks go 
into the signing unit where they 
are counted as the signature is im- 
printed. Finally, the completed 
checks are passed safely to the 
locked receiving box. 

This makes validation of a 
pay roll, for example, absolute. 
Amounts listed and the total must 
correspond to the summary en- 
tries, and the count on the signer 
to the number listed on the sum- 
mary. Completed checks necessar- 
ily match those figures, so removal, 
substitution or addition of checks 
is impossible throughout the pre- 
paration process. 


Improved Services Féatured 
In Model Bank Design 


The design for a “model” bank, 
incorporating a number of helpful 
ideas for improving and dramatizing 
bank services, is being offered by the 
Armstrong Cork Co., Lancaster, Pa., 
in collaboration with the American 
Bankers Association. Suggestions pre- 
sented in the “model” bank follow 
the new trend toward merchandising 
bank services on much the same basis 
as items sold in a retail store. 

To supplement the model design, 
an “Ideas” portfolio has been pre- 
pared for free distribution to those 
bankers interested. The portfolio ex- 
plains in detail the ideas included in 
the design and presents a number of 
idditional suggestions. 

In keeping with the retail trend to 
invite and attract patrons, the 
“model” bank features large window 
areas which show off the pleasant in 
terior. The windows may also be 
used for displays to familiarize cus- 
tomers with the services offered by 
the bank. 
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ANNOUNCING 
TWO NEW CHECKBOOKS 


We are pleased to announce the 
introduction of two new DeLuxe 
Personalized Checkbooks, both being 
the three-checks-to-a-page style and 
both employing the simple register 
for recording transactions. 


While both books will have three 
hundred checks, the smaller, called 
“The Secretary”, will be pocket check 
size and will sell for $2.00 including 
gold-stamped cover, and the larger, 
called “The Executive’’, will be busi- 
ness check size and will sell for $2.75. 


Neither book will have a potential 
market comparable to our Personalized 
Pocket Checkbook, but they will 
round out the line” for bankers who 
are recovering their check expense 
thru the sale of imprinted ed to 
their customers. 


This will give banks three check 






E LUXE 


CHECK PRINTERS 








Manufacturing Plants at 


NEW YORK, CLEVELAND, CHICAGO, KANSAS CITY, ST.PAUL 


styles for those who prefer the 
simplified register method of keeping 
records; namely (1) The Pocket Style, 
(2) The Secretary for the home and (3) 
The Executive for the office, as well as 
the wide selection of styles and colors 
in our Standardized Business Check 
catalog, so practically all customer 
requirements can be satisfied without 
any investment by the banks. 


The time is ripe now to establish a 
“Check Desk” from which all checks 
can be distributed. It can be an elabor- 
ate affair in the center of the banking 
floor or it can be of modest design at 
any convenient point. The young lady 
in charge will sell more than she gives 
away and check expense will quickly 
shrink. In addition, better control will 
be provided and swifter and more 
accurate sorting, posting and filing 
are assured. Write us for samples of 
the two new books. 


THAT 
BUILD ADDED 
GOODWILL 


Bank customers appreciate directional signs 


that stand out clearly and attractively. Bankette’s 


high-quality, edge-illuminated glass directional and 


advertising signs are helping more and more banks 


to build extra goodwill and gain new customers. 


When you decide to expand, or “brighten up” your 


banking quarters, keep in mind that since 1925 this 


company has been a leader in the field of conserva- 


tive, dignified signs for bank use. 


Write for our booklet 
“Light the Way to Efficient Operations” 


THE BANKETTE COMPANY 


INCORPORATED 


127 Federal Street 


Boston 





stationery stores or office supply « ns | | C 


panies. 


CHECK CERTIFIER 


The absolute protection against forgery 
and alteration afforded by the SECURITY 
CERTIFIER is of inestimable value to the 
Bank and its depositors. There are many 
cases of record of forgery of rubber stamped 
certified checks, 


The entire certification record, bank name, amount, 
date and serial number, is cut and printed on both 
the front and back of the check in one simple opera- 
tion, printing one side in red and the other side in 
blue. Padlock provides maximum assurance against 
unauthorized tampering. Keybase and serrating roll 
made of solid brass to prevent warping and to 
render ageless service. In use by banks throughout 
the country. 


SECURITY CERTIFIER COMPANY 








5 Beekman Street 


New York 7, N. Y. 














The main display area is located For the convenience of customers . h 
va ; e 
in front of the bank to catch the at- who are waiting for appointments, a pe 
tention of patrons entering and _— space has been provided at the head yore 
le aving. Movable glass cases permit a of the stairs leading to the vault. The Vault Step Equipped "i. 
variety of displays illustrating the waiting area has comfortable chairs, For Safety bat 
. l ’ 
services available along with exhibits a table for magazines and promo- ws , 
of community interest. The cases tional material, and handy tele Ihe satety features are apparent es 
4 . ° . > ¢ 
may be removed, allowing the floor phones for outside calls. in the photograph of the Even M P 
area to be used for larger displays. Proper lighting, air conditioning. Vault Step pictured here. All the n 
For example, retail items such as re- and noise control are a vital part ol parts are aluminum, which makes 9"! 
frigerators, automatic washers, the trend to make banks more in- it easier to handle. The step is 
ranges, and radios, exhibited in co- viting. In the “model” design, the | manufactured by the A. D. Even jg 
operation with local merchants, en- lighting is recessed behind false ceil- | Co., Pleasant Ridge, Michigan. Ord 
courage the use of the bank in financ- ing levels and is directed down on —_——_—— 
: : < : ey ‘ ‘ . Or 
ing large item purchases the working area. Special spotlights Rubber Tile Flooring Brings i 
‘i ° oe ro 
Recessed wall cases behind the are trained on the _ check-writing Safety, Efficiency To Banks si 
; minz 
teller: > space sk. : ; sa 
r : ST eee sere seers - de “ sii li A new line of rubber tile flooring | Unti 
a1ore as. = \ < » > area ; re > > oO ° ° . 
ee a wens. 1 . oy . “sy “seapee eons th .: " me we ideally suited for use in bank work- then 
ange as = < < ‘ve ‘Te Ww ATMS(Tre 4 ’ . 
( — ane ~ wa iS ¢ — inc ates “A coverec = - m ong rooms and tellers’ cages has been in- . cust 
rc t10na iterature, pe oO LUSHLONIC a ‘Trective sound- - 
line displays and ie | siesta Pan engpreinest ir oniggcser cto troduced recently by me Fremont lace 
eee — 5, ie aE Pane aes. Rubber Co., Fremont, Ohio. is to 
bank’s activities in detail, is available excess noise. Air-conditioning ducts Available j id Sia ail k 
. ; Avail a wide variety of non- e 
at the counter in front of each teller. are located in the upper part of the f Phin 1 — ae me ‘ - y : ty 
p x o-wear y ; al - Oa 
Ample office space for customers to — walls. a a ies it aan ae i dif A 
“ n p 4 se stz or 
talk to bank officials has been pro- One of the most important ele- a sr aa a ao _ i d 
. 7 . . i ( OL <¢ S orag 
vided at the front of the bank. In ments of the community bank design qe aie ~<a nn ag ’ \ 
2 » ‘ ’ . ! Ps < C - ( 
addition, a consultation space has _ is the floor of Armstrong’s Linoleum. = Se gy vires 
ee er Thie npg ss aes ; ability to lessen foot fatigue by — ord 
been placed over the stairway to the ‘This attractive, practical floor is an 
.. aces ; : ; cs é ao cushioning every step, make this tile _ fact 
vault to give privacy to the customer integral part of the bank’s decorative excellent flooring where employe 
° : ° ° ° . . ~ “ es a 
without interfering with the trafic in pattern and the custom inset figure 8 P 
Fie : ; ; nee “gas RE are forced to move about a great tho 
the main section of the bank. A row further dramatizes the nature of the : . 
eis Stones Tyee ; : deal or stand for long periods. , pire 
of plants helps screen this area and _ bank's business. ; 7 
adds to the decorative scheme. = Fe te page ease et A = 
—_—— —— . . ethciency on the part of the workers [en 
Revised Delbridge Tax Chart Lge 10% 
c Withholdi T is another benefit derived from the AN. 
WARTERS” omputes Withholding lax = suse of the tile which reduces the 
“BRONZE TABLET HEADQ i In_accordance with the change in sound of noisy, irritating, distracting on! 
| cessed a withholding tax rates, effective May footsteps toa minimum. be 
ob 9 cnn oy l, the Delbridge simplified withhold- Sweeping or light mopping keeps the 
dot Frat = ing tax chart for 1948 has been re- the new flooring spotlessly clean. It 
We are specialists in designing distinctive vised. Published in four editions tor never requires refinishing, never | en 
bank signs, desk plates, tellers’ signs, etc. i - Pane , > iW 
Sie Sala far Manton’ anteien. weekly, biweekly, semimonthly and loosens or buckles and has been con- | Vi 
monthly payrolls, the chart shows structed to withstand the heaviest 


“Bronze Tablet Headquarters” 


UNITED STATES BRONZE 
SIGN CO., INC 
Dept BM, 570 Broadway, New York 12, N.Y 
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all the required answers, including traffic. In addition to being grease- , 
the 15% A and daily period deductions resistant and waterproof, the new 
from one to seven days as direct tile is also fire-resistant. Burning 


answers without the use of mutiplica- 
tion or division. Pay roll deductions 
may be figured 24 faster than by 
other charts, the manufacturers state. 
The Delbridge chart is printed in 
large, clear type. Price is $3.50 at 


cigarettes leave no permanent blem- 
ish. 

Rubber tiles are uniformly 14 inch 
or 34, inch thick and come in ac- 
curately cut 414, 6, 9 and 12 inch 
squares, with feature strip 14 to 1! 
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MODEL No. 4 ET--( Electric) 


Alarge motor driven Machine with an unusual repu- 
tation for speed and durability. Will handle all coins. 
Automatically locks after each count of 20, 25, 30, 
40 or 50 coins or will count indefinitely into a bag. 
Register can be reset to zero. 

Write for our catalogue covering other machines 
and bank supplies. 





ABBOTT COIN COUNTER COMPANY 


MODEL No. 2X--(Hand ope ated) 
Adjustable for pennies, nickels, dimes, quorters or 
halves. Can be set to lock automatically when 20, 25, 
30, 40 or 50 coins have been counted or will count 
indefinitely into a bag. An operator can count and 
package 400 coins a minute or count 2000 coins into 
a bag. Register can be reset to zero. 


143rd ST. and WALES AVE. 
NEW YORK 54, NEW YORK 
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linches wide and sheet border stock 
36 inches by 45 inches in plain and 
marbleized color combinations. 

An illustrated descriptive bro- 
chure giving full detail on this prac- 
tical flooring, will be sent to anyone 
addressing Fremont Rubber Co., 151 
McPherson Highway, Fremont, 
Ohio. 


Old Stop Payment 
Orders Reduced 


Our agreement with a depositor 
| provides that a stop order will ter- 
minate at the expiration‘of 90 days. 
Until a year ago, we had continued 
them indefinitely as a service to our 
customers. We soon found they were 
wccumulating in such large numbers 
is to constitute a burden to the book- 
keeping department. So, we decided 
to address a letter to each account 
for whom we were carrying stop 
lerthive more than 90 days old. 

We listed the check and date of the 
order and called attention to the 
lact that we were still carrying it as 
an accomodation to them, even 
though the 90-day period had ex- 
»pired. We stated we were removing 
them from our records but invited a 
renewal if it was desired. We wrote 
1,021 letters. 

The letters were well received, 
only about 5% asking that the order 
be continued. Some apologized for 
their failure to notify us to cancel. 

By this means, we were able to 
remove 2,854 orders from our books. 
We are now writing another letter 
}on the 90-day expiration date to in- 












A Complete Line 
- FOR BANKS - 


STANDARD PAPER GOOD 


WORCESTER 8, MASS. 
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form the depositor that his order has 
expired and asking a written request 
if a renewal is desired. About one 
half are renewed after the initial 90- 
day period. We are carrying stops on 
683 accounts, a considerable reduc- 
tion from those previously on file. 

We have made no official effort 
to dissuade our customers from filing 
stop payments, but are presently 
making a study of it. We will very 
probably revise our application form 
to obtain more information from the 
customers, especially in those situa- 
tions where the pavee does not know 
a stop has been filed. They are the 
most troublesome if the stop is over- 
looked and the check paid. 

Our orders are recorded on a card- 
board jacket which covers two-thirds | 
of the ledger sheet. It must be re- 
moved before an entry can be posted. 
The bookkeeper is primarily respon- 
sible for them but we are preparing a 
subsidiary record to be used by super- 
visors as an additional check. 

We think the initial period should 
run 90 days with a renewal privilege. 
The writer has not thought as to the 
number of renewals permissible. The 
contacts obtained through renewals 
serve to better inform depositors of 
our problems and we are inclined to 
believe that most of them will per- 
mit an order to terminate in a rea- 
sonable time. 

We do feel that the degree of the 
bank’s responsibility should be more 
clearly defined and that there should 
be full recognition of the difficulties 
involved in detecting a stopped 





BLOTTERS ,fornanc. 


Colorful, effective blotters especially designed to 
promote k services . . . Automobile Loans, 
Checking Accounts, Commercial Loans, Life Insur- 
ance, Insurance Loans, Mortgage Loans, Personal 
and Installment Loans, Safe Deposit Boxes, Sav- 
ings and Thrift Accounts. Your own personalized 
message or our standard copy. 
Complete set of Samples LT. a 
ve. 
BONDSON PRESS 


New York 60, N. Y. 





MEETS APPROVED 
REQUIREMENTS FOR 
SEALING COINS AND 
CURRENCY... 
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Featherweight 
but Powerful 


SEAL PRESS & SEALS 


Features light weight—one-half that 
of any other Seal Press —but affording 
greater leverage. User, with one hana, 
attaches cord and pulls until seal pin is 
forced through thick folds of canvas coin 
bag. Cord has tensile strength of 130 Ibs. 
lead Seals used are pure lead, non- 
porous, won't crack or break. A favorite 
with Banks everywhere. 


The €. L. DOWNEY Company 


HANNIBAL, MISSOURI 


Worldi Largest Mjrs. of Coin Wrapper 


COUPON 
COMPANY 


INSTANT SAVINGS 


You don't have to wait month: 
or years to realize on your im- 
provement when you begin using 
Payment Coupon Books on your 
Time Credit Accounts. Results are 
instant. They begin the first day 





and continue to pay every day, 
thereafter. 

You can count on Allison to 
recommend, as well as manufac- 
ture the right type of Payment 
Book for your particular pur- 
poses. The kind that gets better 
results and are low cost in use. 











Write for complete information. 


Allison Coupon Co., Inc. 


Indianapolis 6, Indiana 
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Provides absolute protection to modern banks 
and their depositors everywhere against fraud, 
duplications and forgeries. 

By a simple turn of the handle a clear impression 
of the entire record (bank name, amount, serial 
number and date is macerated into the check from 
both sides in two colors. 

A new locking device seals the entire mechanism 
assuring against tampering by unauthorized persons. 

Dependable operation is assured by a magnifier 
showing the amount at a glance. 


No zinc die cast parts used. All wheels and 
levers of SOLID BRASS. 

The AJAX-HERCULES comes fully equipped in 
any one_of four different models depending on your 
needs. 


AJAX TIME STAMP COMPANY, INC. 


me me ee ee ee Be 


| 368 Broadway, New.York 13, N. Y. Worth 4-1666 
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The AJAX-HERCULES Certifier 
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check among the huge volume in 
circulation. This has become acute 
with the increased use of checks and 
personnel problems. — Charles W. 
Finch, Ass’t Cashier, The First Na- 
tional Bank of Cincinnati, Cincin- 
natt, Ohio. 


What A Bank Needs To Know 
About Each Farmer Borrower 


To do a better job of country 
banking involves doing the things 
that will make certain that our loans 
are real production loans. Here are 
some of the things we can do: 

1. Have an officer of the bank who 
is farm-minded be responsible for 
passing upon all applications for 
agricultural credit. This man should 
know the farmers in his territory bet- 
ter than any other man in the coun- 
try. He will be a good credit man 
too; and his knowledge will enable 
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Changeable Letter Signs for every purpose 
Suitable for Indoor and Ourdoor use 


SEND FOR LITERATURE 
ACME ‘BULLETIN CORP. 
37 E. 12th Street New York 3, N.Y. 





CLAR-O-TYPE cleans 

typewriter type 

instantly. Economical. 

50¢. Non-inflammable. 

, Order from your sta- 

tioner or typewriter 
dealer. 








the bank to meet every worthy credit 
application that it receives. 

2. That officer will visit the farmer 
on his farm, visualize his operations, 
and know at first hand what use he 
makes of the money he borrows. He 
will make sure that the term of the 
loan is for a sufficient length of time 
to be liquidated from the crop for 
which the loan was made or from the 
production and sale of livestock. For 
example, it would be foolish for the 
bank and for the farmer to make a 
loan for 90 days for the purchase of 
calves when it takes three years for 
for a calf to grow to be a cow and 
one year for a steer to become a year- 
ling. On the other hand, a loan for 
a corn crop probably could be paid 
in less than nine months. 

3. He would have every agricul- 
tural loan supported with full and 
sufficient credit information about 
the man and the land, know the 
farmer’s ability as a farmer and a 
manager, know about his family and 
the part each plays in the farm en- 
terprise. He would know whether or 
not the land is productive. He would 
know the borrower's reputation for 
paying the doctor and the store- 
keeper. He would find out if the 
farmer has insurance to enable his 
family to carry on without sacrifice in 
the event of his death. 

All of this information should be 
on record in your bank’s credit file 
and be carried forward from year to 
year to indicate the progress of the 
farm enterprise. We want to lend to 
producers. — C. W. Bailey, president 
First National Bank, Clarksville, 
Tennessee. 








ONE-OPERATION 
Note Register Forms 


SIDNEY FELDSER 


Bonk Printers @ Lithographers @ Stationers 
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Corporation Finance 


By Hiram L. Jome. Published by 
Henry Holt and Company, 25) 
Fourth Avenue, New York 10, N.Y. 
650 pages; $4. 

This is a book which would bel che 
valuable both to loan officers and to| Mer 
their borrowing customers. Certain-| 
ly every loan officer ought to under. B' 
stand every principle listed in this| an¢ 
book, and many borrowers could! )Y | 
benefit, also, by using it at least for ©” 
a reference book. It covers such sub+ !0c@ 
jects as capital stock, preferred stock, ?' 
bonds or funded debt, the corpora. "*"! 
tion’s financial statement, changes und 
in the capital structure, financing| ¥ 
from internal sources, financing from) 
external sources, the mathematics of !!4" 
a bond investment, and many other. “©! 


—_— 


phases of the subject. - 
Whe 
of ¢ 
The Bank Teller: His Job were 
And Opportunities Ps 
e 


By Edgar G. Alcron. 1948. Campan 
bridge, Mass. Bankers Publishing offic; 
Company. $3.50. nent 

This book was written not only ta In 
educate the bank teller to the im men 
portance and responsibilities of his S. P: 
position but also to point out tqM. | 
bank executives the importance of sista 
the teller’s department and to dis Alb 
cuss the problems of this depervial Finl 
and the importance of selecting thé Jam 
right man for this all-importanjis as 
work. 

The bank teller is in a strategi¢ b 
position. No other bank employe 
is so well known to the deppsitoy For 
and to the business public. He comes E. 
in contact — speaking contact — with The 
more persons than any one else inCon 
the bank. No employee can sell thé con, 
bank interdepartmentally so well a sary 
the teller provided he is well trained) esta 

This book was written to give th4 insti 
teller that training and to discuss i ban 
detail every phase of the teller) $54‘ 
daily operations. to § 











Many shortages have been noted 
where the embezzler was actuallt 
aided and often saved from detectio# 
by the failure of depositors to keef 
stub books and reconcile their a 
counts when statements were 
ceived. All banks, for their ow f 
protection, should encourage theif 
customers to maintain stub book 
and reconcile them to the Bank’ 
statements of their accounts. Thi 
could be done with an explanatory 
pamphlet to be given out with state] Tt 
ments, and to new depositors at th 
time they open accounts. Every effo 
should be made to have statemen 
delivered or picked up monthly. 
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ld be! Chemical and Continental Banks 


7 '0| Merge; Announce New Officers 
ain 


inder.| Business of the Continental Bank 
n this) and Trust Company was taken over 
could! | by the Chemical Bank and Trust 
1st for Company recently. Both banks are 


h subs locate d in New York C ity. 
stock,| Deposits and liabililties of Conti- 
rpora- nental were transferred to Chemical 
hanges under the purchase agreement, as 
ancing, Were acceptable assets of Continen- 
¢ from| “!- ‘The remaining assets are being 
ties of liquidated for the benefit of the Con- 
y other, nent: il shareholders, who will rea 
| lize a cash payment of their shares. 
When shareholders voted on the sale 
of Continental Bank, its deposits 
were $163,000,000. 
N. Baxter Jackson, chairman of 
the Chemical Bank and Trust Com- 
Cam; pany, announced appointment to the 
lishing! oficial staff of the following Conti- 
nental Bank officers: 
onlyto In the domestic banking depart- 
the im-ment as vice presidents are Charles 
, of his S. Parker, Jr., Mark B. Peck, Herbert 
out t@M. Prior, and John T. Seaman. As- 
ance Ojsistant vice presidents are Paul A. 
to dis, Albus, Harold Brummer, Daniel A. 
artmenj Finlayson, Jr., John F. Hughes and 
ing thé James J. Mead. Robert J. Lockton 
portan} Is assistant secretary. 


* 
trategi¢d . : 
me Public National Celebrates 


opsitoyFortieth Anniversary 


e comes E. Chester Gersten, president of 
t—withThe Public National Bank & Trust 
else inCompany of New York, is rece iving 
sell thécongratulations on the 40th anniver- 
well af sary of the bank’s founding. Since its 
trained) establishment on April 14, 1908, the 
give ——— has grown in volume of 
iscuss IfMbanking activity and resources to 
teller) $549,000,000, and in capital funds 
to $30,000,000. 







n noted 
actuallt 
letectiol 
to keel 


Leslie K. Curry, vice-president of 
Mercantile-Commerce Bank & Trust 
Company, St. Louis, was elected vice- 
president of the Missouri Bankers 
\ssociation. 


* 


Fifth Avenue Bank Merges 
With Bank of New York 


A merger of the Bank of New 
York and the Fifth Avenue Bank has 
become effective. 

The bank, which now operates 
under the name Bank of New York 
and Fifth Avenue Bank, announced 
that John C. Traphagen, president 
of the Bank of New York, will be- 
come chairman, and Albert C. Sim- 
monds, Jr., formerly vice-president, 
will become president. John I. 
Downie, president of Fifth Avenue 
Bank, will become vice-chairman. 


* 


Irving Trust Names 
Maffry, Vice-President 


August Maffry, former vice-presi- 
dent and economic advisor of the 
Export-Import Bank, was recently 
elected a vice-president of the Irving 
‘Trust Company, New York. 

While associated with the Export- 
Import Bank, Mr. Maffry was in 
charge of the economic staff and re- 
sponsible for loan negotiations. 


* 


Harvey D. Gibson, President of 
Manufacturers Trust Company, an- 
nounced the retirement of Charles A. 
Smith, vice president, at an officers’ 
dinner at the Hotel New Yorker on 
May 5th. He will be remembered by 
his many friends in the correspon- 
dent bank fields. 


‘‘We Safeguard Privacy 
of Our Customers’ Business”’ 


We you equip your phones with the Hush-A-Phone, the 
above might well be the headlines of a newspaper ad. 
Moreover every customer visiting your bank can observe that 

you are protecting HIS privacy. 
The Hush-A-Phone is a scientifically designed phone 
, , silencer, weighing but 5 oz. that snaps on the transmitter of 
your ghaen and sonstden complete privacy of phone conversation. Even those seated 


ts. This 
ylanator¥] at your desk cannot hear a word you say. 
ith stated The Hush-A-Phone also prevents phone talk annoyance - quiets the office; midst 


surrounding noises it improves hearing. 
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More than 100,000 executives are using the Hush-A-Phone, and bankers are es- 
pecially enthusiastic. Write for literature. 


HUSH-A-PHONE CORP. 43 West 16th St., New York 11, N.Y. 


Seattle-First National Elects 
Saunders Vice-President 


Charles D. Saunders was elected 
vice-president of the Seattle-First 
National Bank recently at Seattle, 
Wash. 

He was formerly a vice-president 
and director of the First National 
Bank of Omaha. Prior to joining 

the staff of the 


First National 
Bank in 1932, 
he was vice- 
president and 
cashier of the 
First National 
Bank of Den- 
ison, Iowa four 


years, following 
a short period 
as assistant na- 
tional bank examiner. 

From 1929 to 1939, he was treas- 
urer of Bankers Bond and Share 
Company of Omaha, which oper- 
ated several country banks, of 
which Mr. Saunders was a director 
and officier. Those included the 
North Side Bank in Omaha and 
the Washington County Bank of 
Blair, Nebraska. He is a director 
of the Fort Kearney National 
Bank of Kearney, Nebraska. 





Charles D. Saunders 


* 


Trust Services Important To 
All Income Groups 


One of the most important bank- 
ing services, which is little publi- 
cized, is rendered by trust companies 
and trust departments of commercial 
banks. A study made by the ‘Trust 
Division of A.B.A. shows that 54% 
of all trusts administered by our in- 
stitutions have an annual income of 
less than $1,200 each, with an aver 
age yearly income of $370. Almost 
three- -quarters of all trusts have in 


comes of less than $3,000 each, and 
the average is $788 annually. 

This emphasizes the fact that 
trust services are available to meet 


the needs of people from every in- 
come group, and that our trust in- 
stitutions are rendering a vital ser- 
vice for the benefit of those whose 
income depends upon the competent 
administration of estates of moderate 
size. Many of these estates have been 
set up for the benefit of women and 
children and are used for the sup- 
port of the home, education, care of 
parents, and for the financial security 
of our beneficiaries. — C. W. Bailey, 
President, First National Bank, 
Clarksville, Tenn. 
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IF TEEN years ago, we discov 
e ered the value of low-rail coun- 
ters as good-will builders and, 
more important, as a physical im- 
provement to speed the flow of cus- 
tomers at the windows. 

Previously, we had used the cage- 
and-wicket system, which allowed 
access to a teller by only one cus- 
tomer at a time. Not until one 
customer moved along could an- 
other be served. Now, as many as 
three customers can stand abreast 
at one teller’s counter and be serv - 
Thus, a person. who has cashed : 
check may remain by the window to 
verify his. money while another per- 
son receives attention. (See sketch.) 

We further simplified our window 
setup by removing the cage parti- 
tions so as to make one cage from 
two spaces, with two tellers for each 
new unit. Each teller retained his 
own cash drawer, money chest, and 
all necessary paraphernalia. During 
rush business, we are able to put 
three persons in one cage—two tell- 
ers and a machine operator. 


Central Proof Saves Depositor’s 
Time 

With the purchase of a National 
proof machine about 10 years ago, 
we have cut down the waiting time 
of customers still more. Paying and 
receiving tellers verify only the cash 
deposit and indorsements; the proof 
clerks do the rest. 

Most pay roll requests are tele- 
phoned to us, and we make up the 


We Lessen Lobby Congestion 


By Nine Practical Method 


Over a period of years, this bank has found varied ways to 
handle customers more rapidly at the lobby windows. Each 
of the nine ideas described here can be used in any bank. 


WILLIAM H. DODSON, JR. 


Assistant Cashier, 
American National Bank & Trust Co., 
Danville, Va. 


or after it closes. The money is 
then ready when called for. 

During World War II, we pushed 
banking-by-mail, ‘This service has 
grown steadily, and now a large per- 
centage of our customers never come 
into the bank to make a deposit. 
They like the idea of having a post- 
man do their walking. 

Our night depository is another 
facility that reduces our window 
trafic. We open the bags and check 
the deposits before banking hours. 
Each bag so handled saves about 
five minutes’ time at the window. 


Window Posting Speeds Up 
Savings Service 


Until we installed a National post- 
ing machine in 1945 and eliminated 
withdrawal and deposit slips, the 
savings teller was constantly pushed 
and was late in settling. Now, dur- 
ing a busy period, each of two tellers 
completes a transaction in about 
30 seconds. 

We have low counters in the sav- 
ings department. As many as eight 
customers can line up abreast in 
front of the counter. On busy days, 


funds either before the bank opens® we put an extra clerk in the depart- 


Mr. Dodson drew this sketch to show how six customers can face two tellers at one time. 
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ment. One clerk is assigned to ma 
chine operation only; the other two 
serve the customers. The clerks do 
not stumble over each other to get 
to the machine in the cage, and » 
far, there has been no customer mix 
up at the window. 

Recently, during busy periods, ar 
employee has been stationed in the 
lobby to direct customers to the de. 
partment desired and to keep line 
evenly distributed at the windows 
This practice is very satisfactory and 
eliminates overworking the mos 
convenient or popular teller. 





Nine Plans Which Make 


Possible To Serve Lobby! 


Customers More Rapidly 


1 Low-rail counters are used 
to permit as many as three cus- 
tomers to stand abreast and be 
waited on at one teller’s window. 


2 Cages are arranged to ac- 
commodate two tellers. 


3 A central proof department 
makes it unnecessary for tellers 
to prove deposits other than cur. 
rency. 


4 Advance preparation of pay 


rolls is arranged so they will” 


be ready for quick pickup. 


5 Banking-by-mail is encour- 
aged. 


6 A night depository serves 
many customers. 


7 A National posting machine} 


at the savings window elimi- 
nates deposit and withdrawal 
slips. 


8 An extra clerk in the sav- 
ings cage on busy days operates 
the posting machine for both 
tellers. 


9 A lobby director on busy/| 


days helps direct customers and 
equalize the lines at windows. 
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“Cash Items” Need 
Frequent Audit 


Losses of money “borrowed” on 
which speculative profit is antici- 
pated but the opposite is realized are 
sustained in all varieties of amounts, 
but a colossus of that sort is one 
which occurred a number of years 
ago in an institution which we in- 
sured. That total shortage amounted 
to better than 3% million, but stocks 
still held at the time of discovery re- 
duced the actual loss to a reported 
§2,668,07 1.33. 

Chose involved included the presi- 
dent, who had been connected with 
the bank 20 years and was earning 
$15,000 a year — a man who was said 
(and not facetiously either) to have 
practically “made” the bank. He was 
known as an excellent banker and 
had formerly been connected with 
the State Banking Department. 

Also involved was the senior vice 
president, who had been with the 
bank 18 years; the vice president- 
cashier with 14 years’ service, two as- 
sistant vice presidents, two assistant 
cashiers; ten tellers and a bookkeeper 
- 18 in all. That was in an institu- 
tion with less than $50,000,000 total 
resources. A great deal of the short- 
age was carried in cash items. — W. J. 
Nichols, Exec. Secretary, Standard 
Accident Insurance Company, De- 
troit, Mich. 


We Can Often Avoid Extra Work 
And Expense For Other Banks 


\ customer deposited a check in 


an Illinois bank for $9,190.55. It was 
drawn on a Montana bank. The cus- 
tomer asked for a wire advice. The 


truck which had been paid for by 
this check was to be started on its 
way as soon as possible but the manu- 
facturer did not wish to ship it until 
he knew the check was good. 

\ccordingly, the Illinois bank sent 
the check in a separate letter direct 
to the Montana bank, asking for 
wire advice. The Montana bank sent 
a telegram collect stating that it was 
mailing a draft for an amount $8.55 
less than the amount of the check. In 
other words, it was making an ex- 
change charge of $8.55. 

Che Illinois bank informed the 
truck manufacturer of the contents 
of the wire. The manufacturer said 
that he was willing to have that 
amount charged to his account al- 
though it seemed like a high ex- 
change charge. 

The bank then wrote to the officer 
in Montana and asked him if he did 
not feel $8.55 was rather a large ex- 
change charge. The officer in Illinois 
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No Bank 
Ss VDutle Vike Yours 


Your customers are different. 
Your county is different. 


Yourcompetition isdifferent. 


All these things must be 
taken into consideration 
when establishing your con- 


sumer credit department. 


Industrial has helped many 
of its correspondents develop 
consumer credit depart- 


ments exactly suited to local 


needs. 


to all correspondents. 


This service is offered 














NINTH AND WASHINGTON - 


explained that, instead of sending 
the check to the Federal Reserve 
Bank for collection, he had sent it 
direct in order to get quick action. 
Che Montana bank was a member of 
the Federal Reserve System and as 
such, could not make an exchange 
charge if the check had gone through 
the Federal Reserve Bank. 

The Montana bank officer then re- 
mitted $4.55 and wrote a_ letter 
stating that he had reviewed the ex- 
change charge and would reduce it 
to an even $4. Inasmuch as the check 
was drawn on the bank which de- 
ducted the exchange charge, there 





ST.LOUIS (1) MO. 


was no extra work in paying that 
check except to issue a draft. In 
other words, the $8.55 could not be 
considered as a collection charge be 
cause it was not a collection item. 
The manufacturer in Illinois had to 
absorb another charge of $1.35 which 
was the cost of the wire advice. 

The point we are making in re 
counting this case is that the bank 
in which the check was deposited had 
a lot of special work to do, all be- 
cause the Montana bank wished to 
collect an exchange charge for pay- 
ing a check drawn by one of its own 
depositors. 
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Bankers’ Sons Might Well 
Study Agriculture 


Farming is a complex business. 
Its problems cannot be understood 
by any one who gives only incidental 
attention to it. More banks might 
well give consideration to making 
this responsibility a specific assign- 
ment of an important member of the 
bank staff. 

It is interesting to note that banks 
are beginning to show an interest in 
adding to their staffs men equipped 
with a background of farm exper- 
ience and technical training in an 
agricultural college. As banks have 
opportunities to add to their staff or 
to make replacements, more of them 
might well give thought to the pos- 
sibilities of finding and employing a 
young man of this type. It is sug- 
gested that the selection be from 
young men who give promise of 
growing up in the banking business 
to the point where they will assume 
management responsibilities. 

Another point which might be 
mentioned in this connection is that 
more bankers’ sons might give 
thought to getting some technical 
agricultural training as part of their 
college or university preparation. 
The succession to bank presidency 
and other top offices tends to be to 
some extent by inheritance. Sons of 











country bankers often know that 
they are headed for country banking 
as their life’s work. Far be it from me 
to deprecate the idea that these 
young men should go to liberal arts 
colleges, law schools, and the like, 
for their college training. However, 
because they are going to work so 
closely with farmers and farm prob- 
lems, it would make good sense for 
more of them to seek agricultural 
training as part of their preparation 
for country banking. 

Perhaps it should be emphasized 
that the purpose of banks in be- 
coming better equipped to under- 
stand and handle farm problems is 
not that of becoming advisers to 
farmers in connection with farm 
operating problems but rather that 
of placing the bank in a position 
where it will be able to render bet- 
ter banking service to its farmer 
clients. Farmers who are in the posi- 
tion to make effective use of credit 
for the most part include up and 
coming men who know more about 
the technical problems of operating 
a farm business than most bankers 
can hope to know. The complexity 
of the farm business and the capac- 
ity of the efficient operator to 
handle it are frequently under- 
estimated.—O. B. Jesness, Chief, Divt- 
sion of Agricultural Economics, Uni- 
versity of Minnesota, St. Paul, Minn. 


Provide the latest 
BLUE BOOK 


for each executive 


Officers need the up - to - date 
information in the new BLUE 


BOOK. 


facts on practically everything 
connected with banking. » » » 


RAND MSNALLY & COMPANY 


536 S. Clark Street, Chicago 5 


It contains complete 





Banking Has Done 80% Of 
All Farm Financing 


Since 1935, banks have neve sup 
plied less than 80% of the total 
sound farm production and operat- 
ing credit direct to farmers. The} 
balance has been advanced by units 
of the FCA which makes loans to 
farmers and to farmer cooperatives, 

These FCA units obtain funds} 
largely through Federal Intermedi-, 
ate Credit Bank discounts. The Fed. 
eral Intermediate Credit Banks in 
turn obtain funds through the sale | 
of debentures to the investing public. 

Banks not only have supplied 80%, | 
or more of the farm production 
credit directly to farmers, but in ad- 
dition, since December 31, 1934, 
banks have purchased from 73% to 
85% of the Federal Intermediate 
Credit Bank debenture issues offered | 
for sale. 

It is evident, therefore, that the | fi 
banking system has supplied most of 
the funds with which competing | 
agencies have made loans to farmers 
and farmer cooperatives. All things Qa 
considered, then, has the banking 
system done such a bad job in farm 
finance? I think it has done a very 
commendable job. —Chester C. 
Davis, President, Federal Reserve | 
Bank of St. Louts. 
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. ¥ On April 15th, the Savings Bonds Division 
‘er Sup. of the Treasury launched a new campaign 
opal | —THE SECURITY DRIVE. 
Ss. The} 
y units This campaign differs sharly from War Loan 
a drives. It will NOT increase the national debt. 
—" | Rather, the funds will be used to retire bonds 


funds | 


now held in the banking system—thus help- 


tee 5 ing to cut down the money supply. 

> ed. , 

, 

nis | WHAT’S BEHIND THIS DRIVE? 

public, | Every dollar the public invests in Savings 

d 80%, | Bonds is a dollar less of “loose money”. As 
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luction such, it will help materially to curb inflationary 
in ad- | tendencies. 


1934, 
SAVINGS BONDS FOR SECURITY 


3% to 

recliate 

offered The slogan for this campaign is “AMERICA’S 
SEcuRITY Is YouR Security’. As a business- 

a | for bankers, brokers man, you will appreciate how important it is 

nost of to the average man to insure his security by 

eLitive s regular savings. You know it makes him a 

armers a better credit risk, a better customer. 

things and businessmen You will also understand that community 

inking security, and national security, are nothing 

1 farm more than the sum total of individual financial 


a very 


* e oe & “aa 
ter c | influential in their stability. 
sal. YOUR PART IN THE SECURITY DRIVE 


—— ene This new drive will be backed by almost every 
communities known advertising and publicity media. But 


the best selling technique is “word of mouth” 
—particularly when it comes from men like 
yourself, who hold positions of leadership in 


| ; their communities. 
ron th Your government urgently needs your sup- 
4 port in making the reasons for this drive un- 
derstandable to the public. 
You will render yourself a service as a busi- 


' aur nessman. You will render your friends, em- 
re al Stil ployees and neighbors a service by urging that 
} ) t they provide for their future security. And you 

e 


will render your country a service of para- 
mount importance at the vital community level 


(| a | { where your influence is most effective. 
Cpal wen es AMERICA’S SECURITY IS YOUR SECURITY 


This is a public service contribution of 
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Law To Void Checks After 
Ninety Days Is Suggested 


Our officers do not endeavor to 
persuade customers to not make stop 
payment orders, as we feel it is our 
duty to accept a stop payment re- 
quest when received from a de- 
positor. 


We request a signed order from 
our customer, giving us a complete 
description of the check, and the 
reason for stopping payment. 

Our stop payment clerk makes 
four copies of the request. One copy 
is the acknowledgement to the de- 
positor; one € each for the bookkeeper, 
teller, and reference file. These stop 
payment orders are compared to the 
checks presented after they have been 
sorted alphabetically and posted by 
the bookkeeper. They are retained 
by the bookkeeper until the check is 
more than three months old, after 
which time the order is removed 
from her files. 

This necessitates the examining of 
all checks for date, and any check 
more than three months old must be 
referred to the original request, 
which is held for one year. On checks 
over one year old, the customer is 
contacted before it is paid, or the 


check is returned with a request to 
secure a check of more recent date. 
We also place a caution sticker on 
the ledger sheet to the effect that a 
stop payment order is on file. This is 
removed after the three-month 
period. 

We have no special plan for get- 
ting the stop payment orders off our 
books. However, in acknowledging 
the order we request the depositor to 
advise us if the check is recovered. 

We do not have a legal form which 
eliminates our liability after a stated 
time, nor do we have a state law 
which controls it. We think it would 
be a good idea for all states to have a 
law limiting the liability of a bank 
after a period of 90 days. 

It might be a good idea to have 
legislation passed to the effect that 
all checks over 90 days old would be 
void, and the holder would be re- 
quired to secure a new check. This 
would eliminate the necessity of 
watching for stop payments after 
that period. However, it would place 
a hardship on the depositor, especial- 
ly in the case of small dividend 
checks, which quite frequently are 
held for an indefinite time. — H. R. 
Alber, Assistant Cashier, The Na- 
tional City Bank of Cleveland, Cleve- 
land, Ohio. 





Calendar Of Events 





American Bankers Association 


June 7-11 American Institute of Banking, 
Annual Convention, Buffalo, N. Y. 

Sept 26-29 American Bankers Association, 
Annual Convention, Detroit, Mich. 

Oct. 13-15 22nd Annual Western Regional 
Trust Conference, Portland, Oregon. 
Nov. 4-5 17th Annual Mid-Continent Trust 

Conference, Chicago, Illinois. 


State Associations 


June 2-6 District of Columbia, The Green- 
brier Hotel, White Sulphur Springs, W. 
Va. 

June 2-4 Illinois, Edgewater Beach Hotel, 
Chicago. 

June 2-4 Missouri, University of Missouri, 
Columbus. 

June 4-5 New Hampshire, Hotel Wentworth, 
Portsmouth. 

June 7-8 Idaho, Challenger Inn, Sun Valley. 

June 10-11 Colorado, Hotel Colorado, Glen- 
wood Springs. 

June 10-11 Washington, Empress Hotel, Van- 
couver, B. C. 

June 11-12 Vermont, Equinox House, Man- 
chester. 

June 11-12 North Dakota, Twin Cities. 

June 11-12 South Dakota, Twin Cities. 

June 12 Rhode Island, Director's Room, In- 
dustrial Trust Co., Providence. 

June 12-15 New York, Annual Convention, 
Mount Washington Hotel, Bretton Woods, 
N. H. 

June 14-15 Oregon, Hotel Baker, Baker. 
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June 16-17. Minnesota, Annual Convention, 
Nicollet Hotel, Minneapolis. 

June 17-19 Virginia, The Homestead, Hot 
Springs. 

June 21-23. Wisconsin, Annual Convention, 
Schroeder Hotel, Milwaukee. 

June 24-26 Michigan, Grand Hotel, Mack- 
inac Island. 

June 25-27 Maine, Poland Springs House, 
Poland Springs. 

Aug. 5-7 West Virginia, Greenbrier Hotel, 
White Sulphur Springs. 

Oct. 3-4 Vermont, Fall Meeting, Wanmeck 
Hotel, Jefferson. 

Oct. 25-27. lowa, Annual Convention, Hotel 
Fort Des Moines, Des Moings. 


Other Organizations 


June 12 New Jersey State Safe Deposit As- 
sociation, mid-year meeting, Hotel Berke- 
ley Carteret, Asbury Park, N. J. 

Sept. 24-26 Association of Bank Women, 
Hotel Fort Shelby, Detroit, Mich. 

Oct. 10-13 N.A.B.A.C., Hotel Ansley, Atlanta, 
Ga. 

Nov. 29-Dec. 2. Financial Public Relations 
Association, Annual Convention, Holly- 
wood Beach Hotel, Hollywood, Fla. 


Schools Of Banking 


June 19-July 3 Graduate School of Bank- 
ing, Rutgers University, New Brunswick, 
N. J. 

Aug. 2-13 Pacific Coast School of Banking, 
University of Washington, Seattle, Wash. 

Aug. 22-Sept. 4 School of Banking at the 
University of Wisconsin, Madison. 
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must be considered when planning new quarters! 


Through experience, we have learned the importance of considering new developments 
of a community’s business, industrial and residential areas when planning a bank’s 
new-quarters project. Your bank must not only be alert to these changes .. . but must 
be prepared to efficiently handle the added volume of certain departmental business 
affected by these community developments. When we design your new quarters, the 
greatest emphasis is placed on planning for the future... TODAY! Versatility of 
equipment and floor arrangements is often the solution to these growing trends within 
your bank. Our organization of bank-designing—building specialists has the experience 
and “know-how” to develop your new quarters along these lines. 


eee 
Get the Facts 

for your bank's new 

quarters. Write today, 


no obligation! 
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Bamk Building amd 
| Equipment Corporcition 


8 - 8 OF AMERICA 
America’s most experienced bank designers... gums swnev sts. ee 
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Those who are waiting for Allen-Wales adding 
iaat- Con ob bat =t-M at-hia- Wn del -ME-0-t-bbb a-balol-Mmeb ame} ohe-Bbab bate! 
is al-Wa-y-Biik- eb ob el -ME-ba-Balol-6 dette} a. 4 OL OlO8\o-VOn & 
SPEED and DEPENDABILITY for which 
Allen-Wales has always been distinguished. 
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ALLEN-WALES ADDING MACHINE DIVISION 
OF 
THE NATIONAL CASH REGISTER COMPANY 
444 MADISON AVENUE 
Meow YORK 22) N. Y. 





